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One of several buildings from which the business of the Woodland (Wis.) Lumber & Grain Co. is conducted. 


The man at the left is F. F. Becker, secretary-treasurer. 


CC E like to sell Big Jo flour,” writes F. F. Becker of the Woodland 

Lumber €& Grain Co., Woodland, Wis., “because every user 
is a life-long customer. As soon as a housewife tries her first sack she 
notices Big Jo’s superior baking qualities. The members of her family 
tell her the bread or cake ‘tastes better. After that, the repeat busi- 


ness is always yours for Big Jo flour sells itself.” 


Big Jo Flour has been sold in Woodland and vicinity for 


50 years. More proof that it really is “Best in the Worid’”’. 


WABASHA ROLLER MILL Co. 
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‘Bread is the best and cheapest 


BIG Jo FLOUR 
SOTA » > > > U.S.A 
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You Can Get Your Feeds 
At Our Own Warehouse 
ed Located in Mi lwaukee 


As an added service to you we have established a ware- 
house for your convenience at Lincoln Avenue and 43rd Street in 
the town of Greenfield, just outside the city limits of Milwaukee. 
You can now obtain your immediate needs in quality feeds and 
specialties through our ’’on the spot” service. 


Complete Stocks of These Quality Products 
In Truck Lots or Mixed Cars 


* BRAN-MIDDLINGS 
FLOUR MIDDLINGS 
LINSEED MEAL 


SOYBEAN MEAL 

MALT SPROUTS ° FEED OF ALL KINDS 
BREWERS GRAINS 
AR-VIT 
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Provide Essential CLO-TRATE 


Minerals FORTIFIED 
In Your Feeds COD LIVER OIL 
At Low Cost 
HE Partow Con M PANY 
GRAIN & STOCK EXCHANGE MIRWAUKEE, wisconsitt: 
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»—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


| TALK azour sacs! 


(Quoted from Customer’s Letters) 


“AFTER all, as we have said 
to you before, it is only 
typical of the service rendered 
by you whenever requested,and 
we appreciate your co-opera- 
tion more than we can tell you.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


FRANKE GRAIN CO. 


INCORPORATED 
ESTABLISHED 1892 


Malt 
Sprouts 


Bran and Midds 


Brewers 
Grains 


Feed of All Kinds 


PHONE MARQUETTE 2288 


MILWAUKEE @ WISCONSIN 


DEPENDABLE 


Inset: Specially 
designed agitator 
cylinder, which, 
with Planetary 
gear speed reduc- 
er, saves 25% to 
50% on operating Faye 
costs. <- 


No Fire or Dust 


1. Feed is elevated by means of grinding 3. 
motors without reduction in grinding 4. 
capacity. 5, 


2. Adjustable non-choking feeder. struction. 


Have you a Copy of our Feed 
Mill Equipment Catalog? 
If not, write for it. 


Thoroughly Mixed Dry Feed 


The Strong-Scott Triple Action Feed Mixer is a complete one- 
man unit that mixes perfectly and economically. It is built to last. 


1. Combination V-Belt and Planetary gear drive. This efficient 
drive arrangement cuts power costs—for instance, one ton 
mixer requires only 5 h.p. 

2. Loading Hopper. 

3. Elevating Leg. aoe | 

4. Sacking Spout. 


can occur with the Strong-Scott Pneumatic Attrition Mill 


Removable cover for changing plates. 
Feed is cool when sacked. 
Unusually heavy base—sturdy con- 


Everything Jor Every Mill, Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. 


EQUIPMENT 


Explosions 


and Feed Plant 


Great Falls Mont. 
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OUR BUSINESS HAS SHOWN A STEADY 
INCREASE SINCE WE STARTED MAKING 
_ MASHES THE HUBBARD SUNSHINE WAY 


e Says R. C. Jensen, Corn Belt Supply Co., Sioux City, lowa 


Asx yourself two questions :— 


(1) Has your feed business shown a steady increase over 
the last few years? 


(2) Would a feed business built The HUBBARD SUNSHINE 


Way mean more business — more profit? 


Read what R. C. Jensen of the Corn Belt Supply Co. at Sioux 
City, Iowa, says. Here is his letter: 


“Building a dependable feed business The HUBBARD SUN- 
SHINE Way is a very simple process. Since we started making 
mashes The HUBBARD SUNSHINE Way our business has shown 
a steady increase. This, we attribute to the uniform quality of 
feed so made. 


“It has been our policy to follow the Hubbard Sunshine formula 
to the letter, never attempting to substitute or cut the corners. 
Thus, we have uniformity from day to day. 

“We firmly believe that the feed mixer who attempts to cheapen 
his product by using cheap substitutes, cheats himself and cus- 
tomers alike. In this day and age the user knows feed quality 
and cannot be fooled long. We have found that when Hubbard’s 
Sunshine Concentrate is used with the ingredients called for in 
the formula, that we build a feed for which we need not 
apologize. 

“One thing more that counts is the courteous nelp and guidance 
which we have received from your company. For this we are 
truly grateful. It has meant much to us.” 


CORN BELT SUPPLY C0, 
FEEDS: TWINE 


Very truly yours, 
R. C. JENSEN 
Corn Belt Supply Co. 


THE HUBBARD SUNSHINE PLAN  HU88ARD'S SUNSHINE CONCENTRATE 


We supply you with formulas, advertising, sales help, ar- 
range farm meetings, provide literature. You can build a real 
feed business under your own brand, using HUBBARD’S 
SUNSHINE CONCENTRATE as the basic ingredient. 


Think this over! Then write for full details of the plan that 
has changed red ink to black for so many feed dealers. 


The basic ingredient for 
feeds made The HUBBARD 
SUNSHINE Way. 19  scien- 
tifically blended meals, salts 
and minerals not found in 
farm grains, supplies the 
vitamins and proteins need- 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD’S SUNSHINE 


| ed to balance home grown 
CONCENTRATES and MASHES Address Dept. F-97 for full grains and feeds. 

HUBBARD SUNSHINE MINE DOG information on a_ franchise 

FooD..... for your territory. 

FOUNDED 1878 | Dept. F-97 MANKATQ, MINN. 


Eastern Plant—410 11th St., Ambridge, Pa. 
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DAVID K. STEENBERGH, Managing Editor 
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Are Your Accounts Hard to Collect? 
Try These Practical Letters 


@ They Have Brought in Cash for Other Dealers 


OLLECTING past due accounts is 
C one of the most difficult problems 
encountered in operating a feed 
store. Many have solved this difficult task 
in their business with letters that prick 
the customer’s conscience and bring in 
the money without the necessity of tak- 
ing legal recourse. Here are some of the 
letters actually used by feed dealers with 
surprising results. 
$10,000 in 60 Days 
Through the use of these two letters 
and personal efforts the manager of a 
cooperative elevator in the hog belt col- 
lected $10,000 outstanding accounts in 60 
days. 


My dear Mr. James: 

I have just passed through a most 
unpleasant few minutes. A couple of 
my creditors have just left the of- 
fice. They came to me with stories 
of bills that they had to pay tomor- 
row—the 15th—and they asked me, 
as a good friend, to pay them what 
I owed so that they could pay up 
still other friends. 

I looked at the bank balance— 
which is none too fat—and I looked 
at the cards in my “Accounts Re- 
ceivable” file—which are numerous. 

Then I picked out a few of these 
cards—totaling $4,372.50—and I said 
to myself, “Holy Smoke, if I only 
had this money in, I could help out 
these two good friends of mine.” 

Your share of this $4,372.50 total 
is $24.00, and I am asking you right 
now to send it to me by return 
mail. I honestly and truly believe 
that there isn’t one single, solitary 
GOOD reason for your withholding 
your checks a single instant. You 
can’t admit that you haven’t these 
few dollars to your name—and you 
can’t find it in your heart to post- 
pone the request of a friend. 

So, I shall expect you to help me 
save the day for “two good _ fel- 
lows.” 


Always cordially, 
John Jones. 
* 


This letter collected 70 per cent past 
due accounts. 
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It is said that an elephant never 
forgets. Give one a chew of tobacco 
or a hot cigar and you might as 
well commit suicide as visit that 
elephant again. 

Unfortunately folks don’t have 
elephant memories. At least most of 
us don’t. We are all apt to forget 
a lot of things. Not having received 
payment of our recent bill for-........... 
we just naturally assume you have 
overlooked it. Now that we have 
jogged your memory, won’t you 
please look up the itemized state- 
ment we sent you on................ ? Check 
it over to be sure it is correct and 
then either mail us a check or drop 
in and leave the cash. 

It is our aim to furnish the best 
feed and other merchandise at the 
best prices. We know our merchan- 
dise is right, but we cannot long 
continue our present favorable prices 
unless our customers pay their bills 
promptly when due. 

Don’t forget to pay us a check or 
pay us a call. 


The above is a first letter in a collec- 
tion series. The writer “assumes” that the 
customer has forgotten and tells him so 
in a semi-humorous fashion. 

* 

Here is a good second letter in a 
series—an appeal to the customer’s sense 
of fair play. 


When no answer is received from 
a “collection” letter, it is the usual 
thing to pretend to believe the mat- 
ter was overlooked by the other 
party. 

But I’m going to be frank enough 
to admit that I believe the reason 
you didn’t answer my last letter 
was because you perhaps didn’t have 
the money right then. 

In other words, I’m taking it for 
granted that you feel just as we 
would feel if conditions were re- 
versed, and that you want to be 
as fair with us as we would be with 
you. 

Don’t you think it only fair to let 
us have what is due us? 

Just think it over, Mr. Blank, and 


if you cannot possibly square your 
account today, let us know when 
you can. 

We certainly will appreciate this 
courtesy on your part. With cordial 
good wishes, I am, 

Expectantly yours, 


Here is another good collection letter 
suitab‘e for a second follow-up. 


Every time you break a good res- 
olution, something smashes. And 
you are the victim. With the crash 
of a good resolution you lose some 
of your self esteem, some of your 
confidence. You have failed to do 
something you set out to do. You 
have betrayed a weakness. You are 
not as strong as you thought you 
were—as you wanted to be. 

When you opened your account 
with us you undoubtedly resolved to 
pay your bills. But your resolution 
is going to smash. You are weak- 
ening. If you fail in this obligation 
you may fail in other things more 
important. 

The enclosed invoice is more than 
a request for prompt payment. It is 
a friendly hand extended to help you 
maintain confidence in yourself. 

Sincerely yours, 

The merchant wants his money. He 
asks for it or for an explanation, which 
he’s sure the customer can’t give. The 
customer is placed on the defensive. A 
third letter in a collection series. 


We have written you several let- 
ters about your bill of............ and 
have received no response. 
didn’t know better we would think 
you had left the country. Now, if 
you were in our boots what would 
you do? 

You took our goods which we had 
bought and paid for. You promised 
to pay us promptly on the 10th of 
the following month. We believed 
you at that time, but now we are 
wondering what to think. If you 
were us and we had some of your 
money, or some of your things, and 
we never paid any attention to your 
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letters, what would you do? Would 


you give us the money, or let us 
keep the goods, or would you feel 
you were entitled to what was 
yours? 

Think this over and see if you 
don’t agree with us that we are 


entitled to our money, or justified 
in any action we may take to get 
it. Please come in and see us as we 
would rather know your _ position 
before. taking action. 

Sincerely yours, 
* 


The “shame” letter is intended to get 
under the customer’s skin. Note the first 
hint of a threat. 


If some one owes you $............ 
and seemingly made no effort to 


ony 


pay it, how would you feel? 

But now suppose you had put 
yourself in the place of the cus- 
tomer, assumed that perhaps he had 
been hard pushed for money, and 
had decided to wait rather than ap- 
peal to the law to collect your 
money. 

Then later, suppose you wrote 
him a friendly letter, asking him to 
treat you as fairly as you had treat- 
ed him. Wouldn’t you feel certain 
that you could expect a prompt 
response? 

There are laws that regulate busi- 
ness, Mr. Blank. But the biggest 
thing that keeps business relations 
clean and above board is the fact 
that most people believe in the 
square deal. Business would go to 
smash if we couldn’t depend upon 


THE TRIPLE-ACTION WORM CAPS THAT GET 
BOTH ROUND WORMS AND TAPEWORMS 


(Tetragona) 


AVI-TONE 
for FLOCK 
WORMING 


When poultry raisers pre- 
fer flock treatment, rec- 


Avi-Tone. Gets round 
worms without harm to 
the birds. And its tonic 
and conditioning ingre- 
dients stimulate appetite, 


4 aid digestion, and help to 
build up strength and 
vitality. 


ommend Dr. Salsbury’s’ 


Offered for the first time just a few months ago 
Dr. Salsbury’s Rota Caps are creating a sensation 
—finding ready acceptance among poultry raisers 
the country over. Already the demand has far ex- 
ceeded even greatest expectations! 
There must be a reason! We think it’s because Dr. 
Salsbury’s Rota Caps offer more nearly complete 
worm removal than ever before possible. That’s 
because they’re the only worming preparation con- 
taining ROTAMINE—a newly discovered scientific 
compound of active worm-removing drugs ... a 
highly effective compound that (1) expels round 
worms; (2) actually expels tapeworms (Tetragona 
and other species), heads and all; and (3) pro- 
vides a mild, non-irritating laxative action. 
Thousands of dealers are now “cashing in” on the 
demand for Rota Caps! How about you? Stock 
Rota Caps NOW, and get the cream of the worm 
trectment business in your community! 

Write at once for prices and for details of our big 

national advertising campaign and dealer sales helps! 


DR. SALSBURY’S LABORATORIES 
CHARLES CITY 


ege 


IOWA 


Branches: Jersey City, N. J.; Columbus, Ohio; 
Kansas City, Mo.; Fort Worth, Texas; Pomona, Cal. 


A NATION-WIDE POULTRY HEALTH SERVICE 


the sacredness of an agreement. 
That is all we ask from you, Mr. 
Blank,—a square deal. You believe 
in that just as we do, don’t you? 
Then let’s settle this matter as be- 
tween friends. A check from you 
by return mail will confirm our be- 
lief that you do believe in the square 
deal. 
Earnestly yours, 
* * 
Another letter suitable for a fourth col- 
lection mailing—a final notice, as it were: 


Have you thought what it means 
to you to have a good credit stand- 
ing in the community? 

Credit rating associations frequent- 
ly refer to us relative to the prompt- 
ness of our customers in meeting 
their obligations. In such cases, peo- 
ple who meet their payments 
promptly are given an A-1 rating, 
which means that they can obtain 
credit in nearly all the stores of 
the city. 

So you can see that, even aside 
from your natural desire to live up 
to your agreement, it is decidedly 
to your advantage to do so. 

This is the fourth time that we 
have written you in a friendly at- 
tempt to induce you to meet your 
obligation without forcing us to use 
harsh methods. We shall still hope 
to get some definite word from you 
within five days, for we should sin- 
cerely regret being compelled to 
take other steps. 

Yours very truly, 
* * 


A very frank letter, suitable as a last 
resort: 


When a good Injun goes on the 
warpath—look out! We have re- 
mained peaceable a long time. We 
saw our goods go into your hands 
and nothing come back. We have 
tried to keep cool, be patient, hop- 
ing that everything would be all 
right. But it has not worked out 
that way. 

Our business must have money, 
the same as yours. When you or- 
dered from us we complied with 
your directions explicitly. If there is 
any complaint, we do not know it 
because you have not told us. We 
have nine times asked you to pay 
the overdue balance of $120.00 and 
this is the tenth request. 

We are peaceable. We like to 
trade pleasantly, but your silence is 
making it difficult for us. Fifteen 
days from today your account goes 
to our attorney for collection. Won't 
you help us save this embarrass- 
ment by mailing your check for at 
least a part of your indebtedness 
today? 

Sincerely yours, 


e BUNN BROS. have purchased the 
Yearling Feed Supply Co., Grover Hill, 
Ohio. 


as 


@ UNION GRAIN CO. elevator, Uniop- 


olis, Ohio, was completely destroyed by 
fire August 7. 


e HAROLD E. BRADT, vice president, 
Sunset Feed & Grain Co., Buffalo, N. Y., 
returned recently after spending a two 
weeks’ vacation in Canada. 
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independent Feed Dealers of Iowa 
Ready for Big Convention 


@ Meet at Des Moines, September 13 and 14 


liner attractions awaiting them, 

dealers from al! parts of the state 
“where the tall corn grows” will flock to 
Des Moines, September 13 and 14 to at- 
tend the annual convention of the Inde- 
pendent Feed Dealers of Iowa. Head- 
quarters will be at the Savery hotel. 

This young organization, rapidly grow- 
ing in strength and scope of service to 
its members, has spared nothing to show 
the feed men a good time and to add to 
their practical knowledge. From the open- 
ing session there will be a rapid succession 
of discussions and talks on problems of 
vital concern to the industry, balanced 
with a real program of entertainment. 

Special Directors’ Meeting 

On Monday morning preceding the con- 
vention proper the board of directors of 
the association will hold a special meet- 
ing to discuss future work of the organiz- 
ation. The registration desk will be open 
for delegates as early as Sunday evening. 

Ra!ph Sprague, Sprague’s feed store, 
Oelwein, president of the association, will 
officially open the convention session with 
a special message to the dealers. This will 
be followed by reports of the secretary 
and treasurer and by the appointment of 
committees. 

To Talk on Feed Week 

Well known speakers will appear in 
rapid sequence throughout the two days. 
David K. Steenbergh, managing editor of 
The Feed Bag, will explain full details on 
National Feed Week which The Feed Bag 
is sponsoring, and will tell dealers how 
they can profit by cooperating in the 
celebration of this event. He will also give 
particulars on the Honor Roll Plan for 
solving the direct selling problem which 
has been placed in operation by the Cen- 
tral Retail Feed association and which 
the Independent Feed Dealers of Iowa 
are considering for adoption. 

Ray B. Bowden, St. Louis, Mo., execu- 
tive vice president, Grain & Feed Dealers 
National association, who has appeared 
at conventions from coast to coast will 
give an interesting address entitled “The 
National Picture in the Feed Industry.” 

Ross on Merchandising 

A real slant on sales methods will be 
given by Don Ross, merchandising man- 
ager for Successful Farming, Des Moines. 
Mr. Ross, in his numerous contacts with 
retailers, has gathered many valuable 
selling ideas which he will explain in his 
address. He has been a frequent contribu- 
tor to The Feed Bag and an article writ- 
ten by him appears in this issue. 

Feed dealers who are concerned with 
the price out!ook for feed and grain this 
fall and winter will be enlightened on this 
subject by L. G. Allbaugh, department 
of agricultural economics, Iowa State col- 


W ine: a program abounding in head- 
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lege, Ames, Ia. His talk will be followed 
by an open forum discussion during which 
dealers will be privileged to ask questions. 

The place of minerals in the feeding 
program will be discussed by J. Earl 
Galloway, dean of the Des Moines college 
of pharmacy. Those interested in this sub- 
ject will find him ready to answer ques- 


RALPH SPRAGUE 


tions and assist them with their particular 
problems. 
Iowa Finance Plan 

Walter Berger, Des Moines Oat Prod- 
ucts Co., Des Moines, Ia., will have a 
message of interest to all on the Iowa 
Feed Dealers Finance Plan which is in 
operation and which enables feed store 
operators to obtain money to finance feed 
sales made to farmers on credit. Mr. 
Berger is in direct charge of this plan. 

Tom Dyer on Program 

The many years of experience of a 
successful sales manager will be revealed 
in an interesting address by Tom G. 
Dyer, Sargent & Co., Des Moines, who is 
not only an expert in sel!ing methods but 
an accomplished public speaker and form- 
er actor as well. His talk is entitled “The 
Early Bird Catches the Worm.” 

Convention sessions will open with en- 
tertainment provided by nationally known 
radio stars. Arrangements have been made 
for the appearance of the Hawkeye dinner 
time group and the Northwesterners, both 
headline performers heard over KRNT, 
KSO, WMT and national networks. Every 
session will be opened with an act. 

The entire troupe of radio entertainers 
will combine their talents for a special 
program at the annual banquet which is 
to be held Monday evening. On the air 


at the banquet will be Tom Dyer and 
his “inquiring mike” presenting such well 
known personalities as the Banjo Kings, 
comedy team of Betty and Freddy, Uncie 
Tweed, Iline Grennel, Virginia Page, hot 
number from the South, and acrobatic 
and tap dancing teams. 

Heading the various committees which 
have been at work for months arranging 
for the convention are Walter Berger, 
Des Moines Oat Products Co. Des 
Moines, publicity; Tom Dyer, Sargent & 
Co., Des Moines, entertainment; George 
Schaaf, Schaaf’s feed store, Des Moines, 
general program; A. E. Sargent, Sargent 
& Co., Des Moines, registration, and C. 
M. (Stormy) Stormes, Iowa Feed Corp., 
reception. All of these men join in ex- 
tending an invitation to Iowa dealers to 
attend and assure them that they will not 
be disappointed. 

Young and Healthy 

The Independent Feed Dealers of Iowa 
was Officially organized as an association 
at a successful convention held at Des 
Moines last September. Although still a 
youngster it has shown remarkable growth 
under able !eadership and bids to become 
one of the strongest retail groups in the 
country. 

Present officers of the organization are 
Ralph Sprague, Sprague’s feed store, 
Oelwein, Ia., president; L. R. McKee, 
McKee Feed & Grain Co., Muscatine, vice 
president, and George Schaaf, Schaaf’s 
feed store, Des Moines, Ia., secretary. 


e STEEL BROS., operators of the feed 
mill, Cherokee, Ia., have started a $15,000 
remodeling project. _ 


e E. J. BRENNEMAN, Iowa City, Ia., 
has purchased the Failor feed store, New- 
ton. 


IOWA POULTRY MEETING 

Poultrymen, hatchery owners and feed 
dealers are invited to attend the 11th 
annual convention of the Iowa Poultry 
Improvement association which will be 
held at the Savery hotel, Des Moines, 
September 28-30. Leading poultry experts 
are scheduled as speakers. Last year the 
convention attracted more than 1,000 
persons. 

S. J. CABLE RETIRES 

S. J. Cab'e, associated for 30 years 
with Penick & Ford, Ltd., Cedar Rapids, 
Ia., and its predecessor, the Douglas Co., 
is retiring October 1. He will go to Cali- 
fornia for a well-earned rest and to enjoy 
his declining years. Stan De Smidt, who 
for six years has represented Penick & 
Ford, Ltd., in Eastern Wisconsin, will take 
over the entire state upon Mr. Cable’s 
retirement. 


ANGLO AMERICAN MILL CORP. 


Incorporated 


Announces New All-Steel Welded Construction 
ANGLO MARVEL HAMMERMILL 


Three Sizes 10, 20, and 

30 Belt Driven by any 

kind of power — 


This Mill Contains the 
4 Essentials 
of the Perfect 
Hammer Mill 


1. LARGE SCREEN AREA ~— 3. LOW POWER 
2. AUTOMATIC FEED 4. DURABILITY 


Exhaustive Tests Have Proved Anglo Marvel Hammer Mill 
to Have Unexcelled Capacity Per Horsepower 


At a NEW LOW PRICE 


A price that puts this unbeatable mill within the reach of EVERY 
a FEED MILLER. It means BIGGER PROFITS even in limited trade 
territory. 


5 


Timken Heavy Duty Auto- 


motive Type Double Row Hay & Roughage Removable Tip 


Bearings. Lubrication by Ale- 


e e 
mite-Zerk Fittings. Fed Direct to Mill Hammers 
4 2 ’ Here is a closeup of Anglo Marvel’s Illustration below shows cylinder assembly 
| Travelling Conveyor Type Feed and heavy Swinging Type Hammers. The Anglo 


Table. Observe the deep flared Marvel’s hammers are high carbon alloy steel, 
sides, extra width and length, forged and heat treated. Each hammer has 
ample for handling Hay, two reversible saw-tooth tips. The tips are 
Roughage, Cornstalks, removable for replacement. It is not necessary 
any material. It is to take out entire a 
not necessary to hammer. Another 
have a separate cut- saving! Hammer 
ter in front of this costs are thus re- 
mill. One man can duced about two 
easily attend to the thirds the ordinary. 
feeding and the 
sacking. More econ- 
omy! 


ain: ate Write for fully illustrated descrip- 


plete with Col- tive circular and prices. 
lector, Piping and 
Double Bagger. 


We Also Make Texas Office— West Coast Representative— Engineering 

The Miracle Molasses O. T. Vinsonhaler, Representative Commercial Machinery Co., Service 
Process Box 456, Amarillo, Texas 151 Bay Shore Blvd., San Francisco, Cal. 

The New Mogul If you have any pro- 
Hammer Mill. 


The Anglo Vertical 


duction problems in 
Batch Mixer your feed or flour 
Hay and Roughage = ° mill, Anglo American 
Cutters 


The Vita Cereal Mill engineers will be glad 
e 1 erea 

Mixer Flour Mills, Feed Mills and All 2125 Kennady Avenue pris -s = = 
Types of Milling Equipment OWENSBORO, KENTUCKY || units on easy terms. 
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Editonial Commont 


ANOTHER IMPROVEMENT Four times in the dozen years which The Feed 
IN QUALITY Bag has been published we changed the paper 

stock on which our magazine is printed. Each 
time, we tried to select the best paper obtainable for our purpose and with each 
change we made a material improvement — getting better printing results and 
adding to attractiveness and readability of the magazine. 


Before we published the first number of The Feed Bag we carefully studied 
several hundred other trade journals and business magazines. One national 
merchandising management magazine was judged most easy to read and so we 
started printing The Feed Bag on the same paper and following much the same 
typography as that very successful periodical. 


This paper came from one of Wisconsin’s largest manufacturers and we 
eventually bought it in carload lots until we found something better — a well- 
known book paper made in the state of New York. Later, we came back to 
Wisconsin for the very fine paper on which we have printed The Feed Bag 
for the past three years up to and including the August 1937 number. 


Today, used in this September number, we present the finest magazine paper 
stock which we have ever seen. It is made at Philadelphia by Dill and Collins. 
It is used by such publications as “Colliers” and the “Woman’s Home Com- 


panion” only for the pages on which their four-color process advertisements are 
printed. 


The Feed Bag will use this D & C four-color (process coated) super for all 
pages within its covers. It is blue white and bright. It is opaque so that the 
printing on the page below does not show through to make reading difficult. 
It permits the printing of true black and perfect color combinations. 


No other like trade journal, so far as we know, uses paper stock of this fine 
quality. We wanted it for our readers and for our advertisers and we give it 
to you as just another quality feature of your magazine and ours — The Feed 
Bag. 


DAVID K. STEENBERGH 
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Every tankful of oil is submitted to a series 
of chemical and biological tests under the super- 
vision of Dr. Henry T. Mason. You can rest 
assured that the guaranteed Vitamin content is 
always definitely present in every shipment of 
VI-TEST Cod Liver Oil. 


19%) is all you need for best results. *VI-TEST” solves your oil problems. 


GUNNING & GUNNING 


601 West 26th St., New York, N. Y. 


Yes, we are interested in learning how ue 
can save money on Cod Liver Oil. 


NO GUESSWORK | 


IFTEEN years ago Vitamins were “some- 
thing new”... . practically no com- 
mercial mixers used cod liver oil... . poul- 
trymen were getting interested . . . . and 


cod liver oil was being sold in gallon cans. 


Fifteen years! An eventful period for us. 
We started in the cod liver oil business. 
We have kept abreast with scientific devel- 
opments and have made progress. Today, we 
are supplying tested cod liver oils, both 
“straight” and “fortified”, to the finest 
trade in the country, in drums, carloads, 


tank cars and trainloads. 


Cod Liver Oil Exclusively 


Our efforts are devoted to cod liver oil 
only. We sell nothing else. Our growth is 
the inevitable result of our policy of selling 
oils of the highest standard, at the right 
price, from the day we started. 


Our demand for an enormous volume, en- 
ables us to make our own choice of oils that 
are rendéred under modern processes and 
which must pass our rigid specifications and 
tests. Hundreds of thousands of gallons of 
selected high-vitamin-potency oils come to us 
direct from the fishing grounds yearly. They 
are mixed and stored in large tanks to assure 
uniformity and are kept there pending com- 


pletion of our tests. 


Tested in Our Own Laboratories 


All testing is done in our own fully-equipped Chemical and Biological Laboratories 
in New York. Dr. Henry T. Mason, recognized and well-known bio-chemist is in 
charge of research. 

We test our oils, first on rats according to U.S.P. methods, then on chickens, under 
severe conditions, with both synthetic and commercial rations; to prove bone 


calcification and optimum results when fed commercially. There is no guess work 


about “VI-TEST” Cod Liver Oil. 


Satisfy Customers -- Boost Sales 
Your feed profits begin with *VI-TEST” Cod Liver Oil. **VI-TEST 400” is not 
merely another cod liver oil, no more than Gunning & Gunning is just another 
cod liver oil firm. You owe it to yourself to investigate **°VI-TEST 400”. 
“VI-TEST 400” is a fortified cod liver oil, guaranteed to contain a minimum of 
3000 U.S.P. units of Vitamin A and 400 A.O.A.C. (chick) units of Vitamin D 
per gram. Each drum is so stenciled. Two pounds per ton of all mash (1/10 of 


“VI-TEST” will keep your customers satisfied. *'VI-TEST” will reduce your 
manufacturing costs. ‘*VI-TEST” spel!s higher profits for you. 


Let us show you how you can save money—send for additional informa- 
tion now. 


NAME 
BUSINESS 
ADDRESS 
60] WEST 26TH ST,, 
COD LIVER OIL NEW YORK NY. 
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A battery of live hens in the warehouse attracts customers. 


Door County Produce plant and its two trucks. 


Hass Takes His Poultry Seriously 
Sells Car of Feed a Week 


e Egg Route Nets Big Increase in Business 


HE board of directors of the Door 

County Produce Co., a cooperative 

located at Sturgeon Bay, Wis., des- 
perately scanned the financial statement 
of the organization. Glaring red figures 
showed an indebtedness of $35,000. 

Sitting at one end of the table was J. A. 
Hass, manager, who had strived faith- 
fully for years to put the business in the 
black. The directors !ooked hopelessly at 
each other for a solution. Suddenly Mr. 
Hass spoke. 

“T’ll buy the business,” he said, “if I 
can make a satisfactory deal with the 
bank.” 

The directors agreed, for their associa- 
tion with Mr. Hass had inspired their con- 
fidence and they realized he was the 
iogical man to carry on. And so, two 
years ago Mr. Hass became his own boss. 

What happened during this span of 
time when this courageous man took hold 
of a financially sick institution and nursed 
it back to sound health is an inspiring 
story of the employment of wise mer- 
chandising practices and good business 
judgment. 

Car of Feed a Week 

When Mr. Hass began operating under 
his own name as the Door County Pro- 
duce, the firm had difficulty in disposing 
of a carload of feeds every two months. 
Now, as regular as the swing of a pen- 
dulum, the railroad that runs past his 
plant switches in a mixed carload of feed 
every week from the Washburn-Crosby 
Co., Minneapolis. The orders are placed 
well in advance and business has devel- 
oped to such an extent that Mr. Hass is 
never over-stocked, even during the slack 
season. 

This remarkable gain in business is at- 
tributed to the interest which Mr. Hass 
has taken in poultry. His first move, 
shortly after going into business for him- 
self was to establish an egg route cov- 
ering a distance of approximately 40 
miles. Every week the company’s own 
truck is heaped with feeds and Mr. Hass’ 
son, Willie, starts on his circuit. He drives 
directly into the farmers’ yards, asking 
them if they have any eggs for sale. This 
is the entering wedge for a discussion on 
feeds. Willie knows his product and be- 
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fore the conservation has proceeded to 

great length he is unloading several sacks 

which the farmer has agreed to try on his 

poultry flock. If he desires, the farmer 

can trade his eggs for the feed. 
Follows Up First Sales 

On the following week Willie calls again 
to see how the feed is working out and 
makes a study of conditions under which 
it is being fed to assure his product of a 
fair trial. He again collects eggs and pur- 
chases them and the farmer notes with 
satisfaction that his flock is producing 
more. About the third week Willie wields 
his pencil and shows the farmer how much 
extra money he has earned over and 
above the cost of the feed. That con- 
vinces the farmer and he becomes a reg- 
ular user with Willie delivering the feeds 
direct to his door. 

The truck now groans under its heavy 
load as Willie starts on his regular week! y 
trips, and when he returns all of the feed 
is gone and in its place are full cases of 
eggs which the company ships to market. 

Live Hens in Warehouse 

To prove that he takes his poultry busi- 
ness seriously Mr. Hass maintains a 12- 
hen battery brooder in his warehouse. The 
farmers coming in for feeds inspect it 
with interest and watch the White Leg- 
horns consuming mash and laying eggs. 
Mr. Hass takes advantage of this oppor- 
tunity to draw them into a discussion on 
feeding problems. Hundreds of new cus- 
tomers have been won while the hens 
cackled in the brooder in that warehouse. 

Before concentrating heavily on the 
poultry feed business, Mr. Hass decided 
that ke would build his program on a 
solid foundation. He ascertained that it 
would be to his advantage to get pure 
bred stock into his community. so he in- 
stalled an incubator in one section of his 
plant and started hatching baby chicks. 
This spring 7.061 birds were purchased 
from him by the farmers. These new 
flocks are almost 100 per cent on Mr. 
Hass’ brand of commercial feeds. Next 
spring he intends to place many thousands 
more of baby chicks in the territory. 

Hatching eggs for this department of 
his business are obtained from his own 
flocks which are kept in poultry houses 


located on a vacant lot adjoining the 
plant. These hens are also an interesting 
sight to the farmers and create confidence, 
for they realize that a man who raises his 
own chickens is capable of advising them 
on their problems. Mr. Hass is now nego- 
tiating for additional building -space and 
more poultry houses which will be utilized 
for a real. paying pou!try farm right in 
his own back yard. 

“IT don’t expect the farmers to get 
more out of my feeds,” he said, “than I 
can get myself. Raising flocks of my own 
keeps me informed on feeds and feeding 
and puts me on a par with my customers, 
for like themselves I am a poultry raiser, 
too.’ 

The Door County Produce operates 
on a virtual cash basis. There is a large 
condensery at Sturgeon Bay to which the 
farmers ship their milk, receiving payment 
on the first and the middle of the month. 
Mr. Hass willingly accepts credit from 
the farmers who will agree to pay their 
feed bill out of their milk checks. He 
protects himself, however, by making 
them sign the sales slip upon which he 
writes a notation verifying the time of the 
month the customer agreed to pay. If 
the farmer defau'ts, Mr. Hass presents 
him with the signed agreement and it is 
indeed a bad risk who does not live up to 
his promise when confronted with such 
evidence. 

Swears by Mixed Cars 

“The signed sales slip,” explains Mr. 
Hass, “is really a promissory note,. but 
the farmer does not realize this. If worse 
comes to worst I can proceed legally to 
get my money but it is seldom necessary 
for me to resort to such measures.” ? 

Mr. Hass is thoroughly sold on, the ad- 
visability of buying in mixed car lots 
from one manufacturer. 

“This plan.” he maintains. “enables me 
to keep turning over my stock almost 
every week without tying up too much of 
my money. The mixed cars I purchase 
weekly often include flour and numerous 
standard feed ingredients. My regular 
weekly shipments keep me from stalling 
a customer too long on an order if I 

(Continued on Page Fifty-one) 
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National Feed Week 
Posters to Decorate 
Stores of Nation 


ITH only one month remaining 

before National Feed Week, Oc- 

tober 11 to 16 inclusive, the in- 
dustry is rapidly completing plans to ob- 
serve the celebration. 

Official posters, now ready for distri- 
bution, will soon be flashed in the win- 
dows and inside the offices and ware- 
houses of feed stores in all parts of the 
country to proclaim the event to the 
farm trade. 

A barrage of publicity is now emanat- 
ing from National Feed Week Headquar- 
ters and will appear regularly in the press 
and over radio stations. More than 200 
agricultural journals have received com- 
plete information on National Feed Week 
and have signified their intentions of giv- 
ing the celebration editorial support in 
their columns. 

Feed Week Advertising 

National Feed Week Headquarters has 
also ready for distribution to dealers a 
series of three advertisements suitable 
for publication in local newspapers up to 
and including Feed Week. These are also 
accompanied by a model story which can 
be filled in and handed to the home town 
editor who should be glad to cooperate in 
running it along with the advertising. 

The 14 feed trade associations which 
have officially endorsed National Feed 
Week are cooperating in distributing in- 
formation and literature furnished by Na- 
tional Feed Week Headquarters to their 
members. They have also. indicated that 
they will use supplies of posters which 
are now rolling off the presses. Associa- 
tions will also be furnished with the series 
of three advertisements and the model 
publicity story in mimeographed form 
which they may reproduce and send out 
with their regular bulletins. 

Many large manufacturers are planning 
to feature the poster and include it in 


their advertising in farm and trade jour- 
nals previous to and during National Feed 
Week. The National Cottonseed Products 
Association, Inc., has already obtained 
suitable material from Feed Week Head- 
quarters for featuring the event in its 
forthcoming advertising, and its members 
have expressed their approval in cooper- 
ating to help to put the event across. 
Spread Posters Around 

Manufacturers have also placed orders 
for posters in large lots which they will 
distribute among their dealers. Each deal- 
er should make it a point, however, not 
to depend entirely on this source of 
supply but to secure several posters for 
himself from National Feed Week Head- 
quarters. It has been wisely suggested 
that numerous posters can be used to 
good advantage. One or two should be 
placed in the windows along with displays 
of feeds. Others should be tacked on 
trucks, and in conspicuous places within 
the store. 

The dealer should also make it a point 
to get his local hardware and implement 
dealer, department store, cheese factory 
or creamery, etc., to display a poster. 
This plan will serve to emphasize the im- 
portance of National Feed Week as a 
community celebration rather than one 
backed only by an individual. 

Firms Now Cooperating 

The following is a partial list of firms 
which to date have obtained supplies from 
National Feed Week Headquarters and 
are cooperating in promoting and public- 
izing the event: 

Leary Grain Co., Minneapolis, Minn. ; 
Nowak Milling Corp., Hammond, Ind.; 
O. M. Scott & Sons Co., Marysville, 
Ohio; Blatchford Calf Meal Co., Wauke- 
gan, Ill.; Northern Milling Co., Wausau, 
Wis.; Kasco Mills, Waverly, N. Y.; Na- 
tional Oats Co., East St. Louis, IIL; 


National Feed Week Headquarters 
525 Grain & Stock Exchange Bldg., 


Milwaukee, Wisconsin. 


lots, all prices f.o.b. Milwaukee. 


Firm Name 


Order Your Feed Week Supplies at Cost Now 


National Feed Week POSTERS. Charge us 
at the rate of $15.00 for 1,000 lots; $8.75 for 500 lots; $2.00 each for 100 


Also ship us -................... National Feed Week STICKERS. 
0) Check for stickers at $2.00 per 1,000 enclosed. [] Send invoice. 

Send us the National Feed Week KIT. (This includes 500 stickers, six 
posters, three advertisements and one article for you to run in your local 
newspaper.) [] Check for $2.00 to cover cost, including mailing, enclosed. 


Address 


(All orders must be in our office before September 15 ) 
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NATIONAL’ 
FEED WEEK 


OCTOBER 


BETTER FEEDING BRINGS Aigger PROFITS 


Reproduction of National Feed Week Poster 


Mayr’s Seed & Feed, Beaver Dam, Wis.; 
Phelps & Sibley Co., Cuba, N. Y.; Spar- 
tan Grain & Mill Co., Spartanburg, S. C.; 
Hubbard Milling Co., Mankato, Minn.; 
International Stores, Inc., Minneapolis, 
Minn.; Sherwin-Williams Co., Cleveland, 
Ohio; Hales & Hunter Co., Chicago, IIL; 
Chas. H. Monnier & Son, Utica, N. Y.; 
Buckeye Cereal Co., Massillon, Ohio. 

A. L. Stanchfield & Co., Minneapolis, 
Minn.; Pittsburgh Plate Glass Co., Red 
Wing, Minn.; Flory Milling Co., Bangor, 
Pa.; Wirthmore Feeds, Malden, Mass.; 
Ames Reliable Products Co., Ames, Ia.; 
Arcady Farms Milling Co., Chicago, IIl.; 
Fruen Milling Co., Minneapolis, Minn.; 
California Pellet Mill Co., San Francisco, 
Calif.; Pillsbury Flour Mills, Minneapo- 
lis, Minn.; Albert Dickinson Co., Chicago, 
Ill.; National Cottonseed Products As- 
sociation, Inc., Dallas, Tex.; L. A. Gray, 
West Sullivan, Me.; T. W. Wood & Sons, 
Richmond, Va.; Ryde & Co., Chicago, 
Ill. 

Spencer Kellogg & Sons, Minneapo- 
lis, Minn.; Northeast Feed Mill, Minne- 
apolis, Minn.; LaBudde Feed & Grain 
Co., Milwaukee, Wis.; King Midas Flour 


_ Mills, Minneapolis; Archer-Daniels-Mid- 


land Co., Minneapolis; Swift & Co., Chi- 
cago, Ill.; Calcium Carbonate Co., Chica- 
go, Ill.; Farm Service Co., Minneapolis; 
John W. Eshelman & Sons, Lancaster, 
Pa.; Franke Grain Co., Milwaukee, Wis.; 
Pratt Food Co., Hammond, Ind. 

You, too, can help to make National 
Feed Week a success by mapping out 
your complete program now and follow- 
ing through. The Feed Bag staff here at 
National Feed Week headquarters dedi- 
cates its assistance to you. Do not hesi- 
tate to write for he!p. It will be promptly 
and willingly given. On with National 
Feed Week! : 


e TED HOLZ, Holz & Swan, Mukwon- 
ago, Wis., doesn’t need to be a big league 
player to get his picture in the paper. He 
recently attended a game in Chicago and 
had the good fortune to be in the terri- 
tory in which one foul ball landed. A 
picture in the Chicago Tribune on the 
following morning showed Mr. Holz and 
his friends reaching for the ball. 


THE FEED BAG — September, 1937 


| | 
: 
| 
wre 
{ 
~ 


Make Sure About the Vitamin E in Your Feeds 


The Staff of Life 


Through a special cold press 
process, Archer-Daniels-Midland 
Co. has been successful in recov- 
ering the vital “life” element, 
vitamin E, from pure, fresh 
wheat germ and in making it 
available, in a constant, biologi- 
cally standardized form, for the 
measured and scientific rein- 
forcement of livestock and poul- 
try feeds. 


Deficiency disorders, whether they be from lack of minerals, proteins, or vitamins, 
seldom affect all members of a herd or flock. It is not safe to omit cod liver oil from 
a feed simply because certain animals or birds show plainly that they are receiving 


ample vitamin A and D supplies. Iodine cannot be safely disregarded merely 
because certain pigs or cattle show no thyroid irregularity. These elements 
and others that go to make up modern scientifically balanced rations are in- 
cluded to insure continued performance from those proved to be satisfactory 
producers; to protect borderline cases from developing deficiency ailments; 
and to improve the condition and production of those definitely known to be 
below par. The situation is exactly the same with vitamin E. Because certain 
sows drop good litters, because certain cows breed and calve regularly, be- 
cause the eggs of certain hens hatch strong, livable chicks, is no reason for 
disregarding vitamin E reinforcement. Unless, and until, the reproductive 
performance of the herd or flock as a whole is 100% perfect, the measured 
vitamin E enrichment of feeds is not only the wise, but the profitable and sci- 
entific, step to take. Extra profits in farming come from improving averages. 
Make sure that your feeds contain a scientifically measured vitamin E factor 
that will be effective in improving below-peak performance. Get the facts on 
ADM cold-pressed Wheat Germ Oil! 


ARCHER-DANIELS-MIDLAND CO. 


SPECIALTIES DIVISION 


663 Roanoke Building Minneapolis, Minnesota 
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Complete Feed Service Brings Trade 
To Wolters Milling Co. 


@ Quality Foremost in Merchandising Policies: 


AVING a complete feed service for 
H farmers is the keystone of the 

Wolters Milling Co., Fremont, 
Mich. 

Fremont is a city of 2000 population 
located in one of the best farming regions 
of the state. The Wolters’ mill is one of 
the landmarks of the city. It was built 
in the early 80’s by W. A. Anderson, who 
had formerly operated a water-power mill 
on a small stream a few miles away. 
After a few years Anderson sold it to 
H. A. Brown and in 1902 it was pur- 
chased by the Wolters brothers, consisting 
of John and Johannes Wolters. The 
Wolters brothers had been in the feed 
business in Muskegon, Mich., for 15 years 
previous to buying the mill. John Wolters 
retired from the partnership in 1921 and 
Johannes Wolters took in his sons, Peter 
and Jacob, changing the name to the 
Wolters Milling Co. The mill was oper- 
ated by steam until recent years but elec- 
tric power is now used. 

Complete Custom Service 


Built in pioneer days, when it was the 
custom for farmers to go to mill to have 
their grist ground into flour and feed, the 
mill early achieved a reputation for ex- 
cellent work and built up a clientele of 
permanent customers. It has kept up 
with changing times and now manufac- 
tures a line of feeds under its own brand 
name as well as handling commercial 
feeds. 

“All this time,” says Pete Wolters, “our 
complete grinding service, to which was 
later added a mixing service, has remained 
the backbone of our business. Had it not 
been for our complete feed service, we 
would not have been able to build up 
volume in our own brands and in com- 
mercial feeds. We have used consider- 
able tact in changing the habits of cus- 
tomers and have not antagonized them. 
We still have a large business in custom 
grinding and mixing, using the farmers’ 
formulas or our own as they wish and 
furnishing them any ingredients they lack. 

Considered Feed Specialists 


“It is a pertinent thing in our experi- 
ence that many customers who at first 
would not go to a feed dealer that did 
not have a complete grinding service were 
among the first to change over to ready- 
made feeds. And the strange thing about 
it is that many of these same customers 
who now use prepared feeds would quit 
us if we should abandon our custom 
grinding service. They still think of us 
as having a complete service even though 
they are not using it themselves and to 
abandon the service would be to lessen 
their confidence in us. They seem to 
want to feel that the service is there if 
they should want it. They consider us 
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as feed specialists and the atmosphere of 
our feed mill confirms this belief.” 

The Wolters’ mill is located on a rail- 
road siding. It contains 10,000 square feet 
of floor space and comprises flour mill, 
feed mill and elevator. The flour mill 
makes soft winter wheat flour, rye flour, 
whole wheat flour, buckwheat flour, pan- 
cake flour, etc. 


Wolters Milling Co. plant. 


The feed mill is equipped for grinding 
and mixing all kinds of feeds, having a 
13 and a 20-inch grinder and a 2500- 
pound mixer. These are used not only 
in custom grinding and mixing but also 
in the preparation of the firm’s own brand 
of poultry feeds, inc!uding a starter, a 
grower and a laying mash. In addition, 
the firm does considerable grinding and 
mixing for a local cannery which manu- 
factures a cereal for babies and invalids. 
A special 1500-pound horizontal mixer is 


Mr. Wolters, right, and display of feeds. 


used in mixing this cereal. Whole wheat 
flour and barley flour are made for this 
purpose and mixed with rice flour which 
is already prepared but which is stored in 
the mill until used. 

In addition to its own brand of flour, 
Fremont Daisy, the mill is a wholesaler 
and retailer of a leading brand of western 
flour. Grains grown locally are also pur- 
chased from the farmers and the surplus 
not used in the mill is shipped. 

Bulk feeds of all kinds, whole grains 
for feeds, all kinds of feed ingredients, 
and two lines of commercial feeds com- 


plete the activities of the mill. At present 
about 1500 bags of prepared poultry feeds 
and 2000 bags of dairy feeds are sold an- 
nually. Hog feeds are picking up and 
promise to become an important part of 
the business. 

Employ Suggestive Selling 


All commercial feeds are brought in by 
truck from Grand Rapids and Chicago. 
Western flour comes in by the carlead. 
A 1'%-ton truck is used to deliver flour 
and feeds and for picking up grains pur- 
chased for milling purposes. 

“We do not have time to personally 
solicit farmers on their farms, but we 
use suggestive se'ling extensively in the 
mill. In fact, a custonfer rarely comes in 
that we do not engage in conversation 
and eventually mention some one or more 
of our feeds. 

“As our place of business is inside our 
mill, we have no window display space but 
we do utilize considerable space for floor 
displays. It seems to be a great attraction 
for customers to come into the mill and 
watch the equipment in operation. We 
take advantage of their presence by plac- 
ing floor displays where they can’t help 
but see them. 

Display Feeds at Fairs 


“Several rural communities in our ter- 
ritory hold annual fairs and we usually 
have a display at each of these. We find 
that these displays stimulate interest in 
our feeds and give us a standing with the 
farmers holding the fairs. 

“We are planning this fall on starting 
some kind of feeding contests in coop- 
eration with the manufacturer of a com- 
mercial line we recently took on. 

“In the winter time, we put on demon- 
strations of our pancake flour in grocery 
stores in cooperation with syrup man- 
ufacturers and others. These demonstia- 
tions keep the name of Wolters Milling 
Co. before the public and thus help in 
the sale of feeds. 

“We keep two bulletin boards con- 
spicuously displayed at the loading plat- 
form of our mill, one giving the prices of 
things we buy and the other those of 
things we sell. These are corrected daily 
to reflect market changes. On the frames 
around the bulletins is an invitation to 
try our feeds. 

“Throughout our entire history, we 
have handled nothing but good feeds. We 
do not go into cheap feeds in order to 
compete with chain stores and cut-raters. 
We preach the gospel in feeds that the 
customer gets just what he pays for. With 
our complete feed service we can supply 
every need and this complete service co- 
ordinated with confidence in our methods 
has produced, maintained, and increased 
our business.” 
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Gold Medal Feeds are developed and kept constantly on | Products Control begins in this modern laboratory, 
test at Larro Research Farm, a unit of General Mills, Inc., | where the ingredients used in Gold Medal Feeds are 
located near Detroit, Michigan. carefully inspected and analyzed. 


These Two Steps Mean GREATER PROFIT 
for Gold Medal Feeders and Dealers 


ESEARCH and Products Control play a big part in making 
Gold Medal Feeds more profitable for dairymen, poultrymen 
and farmers. And they’re equally important to the man who 
sells these rations, too. For Research and Products Control 
assure better feeds that mean healthier, more productive stock 
and more money for the feeder. Gold Medal users show their 
appreciation by coming back for more—by steady repeat sales 
that build business and increase your profits. 


A vigorous year round sales and advertising program helps Gold 
Medal dealers sell more feed, too. Active sales help from Gold 
Medal salesmen, convincing advertisements in leading farm and 
breed papers and interesting direct mail advertising are a part of 
this program. 


Let us tell you how Gold Medal Feeds will increase your profits. 
Fill in the coupon below or drop us a card today for full informa- 
tion about the Gold Medal franchise. 


WASHBURN CROSBY COMPANY 


(Trade Name) 


Central Division of General Mills, Inc. 


Minneapolis Kansas City 


; MAIL THIS COUPON TO OUR NEAREST OFFICE 
MAIL THIS 
; eg vend Iike to know more about the Gold Medal franchise and how it will help my 
busincss. 1! understand that this coupon does not obligate me in any way. 
C 0 U = Name. 


Addr 


Town “State. 
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Atlibias Don't Sell Feeds 


By EMIL J. BLACKY 

Feed Dealer Jones had plans galore 

When he started the Honky Tonk feed 
Store. 

He threw out his chest, looking full of 
vim ; 

Why! nothing at all was too hard for 
him. 

The very next morning, he swore and 
vowed 

That he'd get up early and keep ’em 
wowed 

With a sales talk, glib, that would sway 


4 


upper’.” 


superior egg productivity. 


INCORPORATED 


CAMBRIDGE, MASS. 
Sales Offices: 252 Portiand Street 


“What a figure you 

have, Vita. ’'d give my 

=S\_ left wing for curves 
~ like yours.” 


“It’s easy, Lena. Just 
make sure that your 
diet contains VITAND. 
It’s the grandest ‘Fill- 
er-outer’ and ‘Builder- 


REG. U. S. PAT. OFFICE 


COD LIVER OIL CONCENTRATE 
400 a.0.a.c Vitamin D Chick Units per Gram 
3000 usr. Vitamin A u:s.P. xi Units per Gram 

VITAND makes all the difference between 


PROFIT AND LOSS 


The VITAND way is the positive way to insure perfect 
health, and strong bones that will pay big dividends in 


For Profit Rise— VITAND-ize 


Our own Biological Laboratories guard the standard 
quality and uniformity of VITAND, constantly. 


FEED PRODUCTS DIVISION OF 


FOUR SIXTEEN DIVISION STREET - BOONTON -N. J, 


15 East 26th Street 


Vitand Warehouse Stocks at: 
HOMER, MICH., LANSING, MICH., NORTH JACKSON, O., DAYTON, O 


a queen 

He'd work and he'd talk till his face 
turned green. 

Well, morning dawned in a blaze of heat 

You could cook your breakfast right on 
the street. 

So Jones blinked twice at the sultry sun, 

And said: “Well, I'll be a son-of-a-gun! 

There’s no use trying to sell today, 

The farmers are busy making hay; 

Tomorrow I'll make just one grand 
sweep,” 

And mumbling low he went to sleep. 


UNITS 


NEW YORK CHICAGO 


Palmolive Bldg. 
CHICAGO BOONTON, N. J. 
MINNEAPOLIS JANESVILLE, WIS. 


The next day dawned with a pouring rain; 

The alarm hit Jones like a stab of pain, 

Then, casting one glance at the weeping 
sky, 

He yawned and said, “What's the use to 
try. 

This kind of weather won’t bring me 
luck— 

After all I’m a salesman and not a duck.” 

So back in his bed as the rain kept pour- 
ing, 

Great Feed Dealer Jones kept right on 
snoring. 

Well, day after day it was this or that, 

With alibis knocking all plans flat, 

Too hot, too cold—a circus in town, 

A pain in the stomach that kept him 
down 

Were the alibis that Jones’ mind spun— 

Which kept him from getting his selling 
done. 

And you should have heard the Great 
Jones wail, 

When they finally held a sheriff’s sale. 

The shock was too great and poor Jones 
died, 

As the town folks got together and 
sighed— 

“Too bad for Jones, but it’s just as well; 

“His alibis will free him from hell.” 


e F. B. CHURCH, Walworth Lumber 
Co., Walworth, Wis., returned recently 
from a trip through Kentucky, Ohio, and 
Indiana. In addition to its Walworth 
plant, the firm conducts a large feed and 


grain business in its yards at Zenda and 
Elkhorn, Wis. 


@ WALTER B. HOUGH, Augusta, N. J., 
is closing out his feed and coal business. 
He has taken a position as sales manager 
for the Moorman Mfg. Co., Quincy, Ill. 


L. J. Keefe Celebrates 


33rd Anniversary 


Leonard J. Keefe, grain commission 
merchant, Milwaukee Grain & Stock Ex- 
change, Milwaukee, Wis., is celebrating 
his 33rd year as a member of the ex- 
change. On September 11 he will also 
celebrate his 55th 
birthday. 

Mr. Keefe who is 
sole owner of the 
firm which he oper- 
ates under his own 
name has been a 
popular figure on 
the trading floor in 
Milwaukee since 
1904. He established 
his own business 12 
years ago after re- 
tiring from the resi- 
dent vice presidency 
of the Updike Grain Co., Omaha, Neb., 
one of the largest grain firms in the 
United States at that time. 

Since becoming a member of the Mil- 
waukee Grain & Stock Exchange, Mr. 
Keefe has served as a director for five 
consecutive terms, covering a period of 
15 years. His legion of friends in the 
trade join in wishing him continued suc- 
cess. 


L. J. KEEFE 
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Stock and Sell 
STERLING 


Vitamin-Blended Feeds 


| Sterling Laying Mashes 
are Vitamin E Fortified 


Vitamin E Enrichment Means in 
Sterling Pig and Hog Balancer 


Extra vitamin E, provided in a stabilized, definitely measurable form in Sterling 
Pig and Hog Balancer means, first of all, litters containing larger numbers of husky 
pigs that grow into more pounds of profitable, salable pork. 


Following up the initial advantage of bigger litters, the rich vitamin E store in 
Sterling Pig and Hog Balancer helps sows to give balanced nourishment to suckling 
pigs, helps to produce thrifty pigs with a better start for fattening, helps to bring 
sows back quickly in strength and condition for re-breeding. 


» Ask for the new bulletin “More Pigs per Sow.” 


Sterling Laying Mashes and Concentrates are vitamin E fortified 
to assure maximum fertility and production. Ample reproductive 
vitamin E—included in Sterling Poultry Feeds in a_ biologically 
stabilized form—builds into hens the extra fertility that results in 
increased production. Sterling Laying Mashes reinforced with vitamin 
E in balance with other essential vitamins give the poultryman more 
premium grade eggs that he can sell at a higher profit. 


Sterling Laying Mashes are vitamin E fortified to assure higher egg 
hatchability. By providing an adequate supply of vitamin E in the 
ration consumed by the laying flock, Sterling Laying Mashes produce 
better—more profitable—hatching results. For uniformly high hatch- 
ability during heavy production, hens require more “E”’—a need 
amply met by the rich vitamin E stores in Sterling Laying Mashes. 


Sterling Laying Mashes are vitamin E fortified to assure livable, 
salable chicks. Hens on a diet of vitamin E enriched Sterling Laying 
Mashes, produce more eggs, and those eggs will, in turn, produce 
more sturdy, livable chicks—chicks that are easier to sell, easier to 
raise, and easier to turn into profits. All down the line—for produc- 
tion, for hatchability, for livability, for profit—vitamin E fortified 
Sterling Laying Mashes sell themselves to the poultryman on their 
merits. 


Ask for the booklet “What's This About Vitamin E” 


filled with questions and answers on all vitamins. 


CO. 


1500 Jackson Street, N.E. Minneapolis, Minnesota 
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More Money for the Dairyman - 
and for the Larro Dealer, too! 


Dairymen who feed Larro make more 
money today than ever. That’s mighty 
good news for Larro dealers. It means 
satisfied customers—steady repeat sales— 
more business and greater profit. 


A vigorous program of advertising and 
sales helps is actively merchandising Larro 
Dairy Feed and the other profit-producing 
rations in the Larro line. Leading farm 
papers and breed magazines are carrying 
ads similar to this one, with a forceful 
sales message planned to bring dairymen 
to your store. Larro salesmen work for 
you, too. They call on feeders, tell them 
the Larro story—and sell them feed. That’s 
the kind of sales help that brings quick, 
profitable turnover. 
Write today for full details about Larro Feeds 


and how the Larro’ franchise’ will help 
your business. obligation, of course. 


LARROWE MILLING COMPANY 


(Trade Name) 
Division of General Mills, Inc. 
Dept. FB Detroit, Mich. 


LARRO RESEARCH FARM 


near Detroit, Michigan, where 


all Larro feeds are developed < 
mand kept constantly om test RAs 
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Garber & Sons Make Sales Cliek 
By Using Penny Post Cards 


I EED business, like a man, possesses 

its own distinctive personality. Or 
; the business may be the merged and 
combined personalities of all the people 
having a part in creating and maintaining 
ii. So much is this truth in evidence that 
i has been declared that “merchandising 
is a mirror reflecting men.” 

I. H. Garber & Sons, Richmond, Va., 
erve as an example. A progressive con- 
cern, it has served its customers faith- 
fully, carrying complete stocks, employ- 
ing competent men, selling in satisfactory 
volume through the years. The firm’s 
motto declares for quality, service, and 
fair prices—a platform which has guided 
the business through flush and hard times. 

Has Become Institution 

Today, to hundreds of dairymen and 
poultrymen, as well as to others, the Gar- 
ber feed department on Williamsburg 
avenue is nothing short of a local institu- 
tion. It is more than a source of excellent 
branded and mi!l-mixed feeds. It is and 
has been for many years to them a source 
of inspiration and helpful service. 

Said one good dairyman operating near 
Virginia’s historic capital: 

“We like to deal at Garber’s mainly be- 
cause the men there have a sense of com- 
munity patriotism. They really feel a 
responsibility. Farmers find many busi- 
ness men who are anxious to sell and get 
the money but who forget the transac- 
tion as soon as possible. It’s just the re- 
verse with Garber’s. Those fellows are 
ready to help if the herd goes off produc- 
tion or off-feed or contracts disease. I 
know they do everything possible for the 
poultrymen, too. The guy who owns the 
poultry plant you passed down the road 
just had a Garber man out there yesterday 
demonstrating how to worm a pullet flock 
successfully. Fact is, I think the feed 
men worry along with poultrymen here 
more than any other class of feeders. You 
can see the effects, too. Poultry farming 
has made great strides around this terri- 
tory in recent years. Garber’s have made 
a world of friends because they jump to 
it when you want something and take all 
the time in the world when a customer 
is in difficulty.” 

Penny Postals Click 

So Garber’s have built business and 
goodwill on personality—a prompt, eager, 
patient, sympathetic sort of personality. 
But not altogether on personality, they 
say at the feed establishment. Much of 
their business growth, especially among 
the poultrymen, has been due to post 
cards. Yes, sir-ee, just plain ordinary 
post cards provided by the post office at 
a penny each. Garber’s have given the 
post cards the task of direct advertising 
and the scheme has worked beautifully, 
carrying the messages in short readable 
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form and saving the feed men a sizable 
amount of money every month in the 
year. 

“We used to get out a 4-page paper 
about 12x18 inches each month,” ex- 
plained one of the Garber executives re- 
cently. “It cost us from $80.00 to $100.00 
each month and, frankly, we didn’t feel 
we got our money’s worth, so we discon- 
tinued the house organ proposition. Later, 
we tried messages on standard letter paper 
folded into envelopes, printed by our- 
selves on a mimeograph. We got out 2000 
of those at a cost of about $25.00 a 


What’s Your Slogan? 
Send It In! 
IFFERENT TYPES of §slo- 


gans used by dealers in va- 
rious parts of the country were 
published in the August issue of 
The Feed Bag. Since this article 
appeared letters have been re- 
ceived from many feed store 
owners who are proud of the 
slogan they are using. These will 
appear in a future issue of The 
Feed Bag. If you have an or- 
iginal and catchy slogan that has 
helped to promote your business 
we would like to have it and in- 
clude it in the article. Just en- 
close a copy of your letterhead 
or other piece of literature with 
your slogan on it and mail to 
Slogan Editor, The Feed Bag, 
741 N. Milwaukee Street, Mil- 


waukee. 


month. This also was rather disappoint- 
ing in results so we discontinued it. Ap- 
parently people just wouldn’t take the 
time to open and read the letters.” 

At that juncture came the post card 
idea. A short pointed message could be 
mimeographed on them at small cost for 
either postage or preparation. 

Weeded Out Mailing List 

“The third effort bore the proverbial 
charm,” he continued. “We eliminated all 
deadwood, reducing the mailing list from 
2000 to 450. But these 450 names looked 
like business possibilities in every case. 
Well, almost immediately we realized the 
post cards were clicking. Customers and 
prospects commented openly and _ favor- 
ably on the messages—more so, indeed, 
than upon anything we had done before or 
since in the way of advertising. That is 
why we freely recommend post cards. 
They are cheap and effective. A feed con- 
cern can hardly put a mimeograph to 
work in a more profitable manner. Reg- 
ularly, the post cards go out and business 


© Help Double Volume of Commercial Feed 


comes in, which is exactly like we wish 
to see things.” 

Garber’s make their post card messa’ es 
timely. They have, for example, in the 
springtime a battery of baby chicks of 
some locally popular breed. Good window 
display material, an actual demonstration 
of what the chick starter mash will accom- 
plish are employed in the sales program. 
Every week Garber’s give the feed men 
something seasonable for the post card 
message. 

For example, here is one mailed Feb- 
ruary 23 of this year: 


Dear Friend: February 16, 
1937, we put 100 day-old Leg- 
horn chix in a battery we have 
in our store window. Here are 
the results at one week: 

17 Ibs. commercial chick feed 
59 cents 

97 chix one week old weigh 
17 Ibs., 8 oz. 

100 chix one day old weighed 
8 Ibs., 12 oz. 

Net gain, 7 days, 8 Ibs., 8 oz. 

THEY DOUBLED THEIR 
WEIGHT IN ONE WEEK—Stop 
by and see how they grow on our 
commercial feed. 


F. H. Garber & Sons, Inc. 


The 450 post cards mailed out the sec- 
ond week revealed a net gain of 23 
pounds, 12 ounces in two weeks, a feed 
consumption of 5014 pounds of commer- 
cial starter worth $1.77. The chicks were 
carried in the post cards through the 
starter and grower stages and there were 
times to advertise electric brooders, worm 
medicines and other merchandise in de- 
mand. 

Push Commercial Feeds 

“About 90 per cent of our advertising 
is put behind our brand of commercial 
feed,” Garber’s add. “The advertising has 
paid because our commercial feed sales 
have more than doubled in three years. 
In the same period, sales of our own 
brand of feed, ingredients, and custom 
mixing have remained about the same. 
That suits us. In fact, if we could. we 
would prefer to do away with everything 
but our line of branded commercial 
feeds.” 

Garber’s have tried novelty advertising 
occasionally but are doubtful of its value. 
Due to the small area in which they op- 
erate, city newspaper advertistng costs are 
prohibitive. They serve only some 20 per 
cent of the territory around Richmond. 

“You can’t get much on a post card.” 
they admitted. “But you can get on all 
the average man will digest at one time. 
And he wi!l read it because it’s not much 
trouble to turn a post card over.” 
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BIGGER PROFITS 


Bigger Bank Accounts 
BOTH are yours when 


you sell...... 


Actually FOUR TIMES the profit of Tankage.... 


and far more profit than on ordinary Mineral alone. 


SPECIAL 
SALES 
HELPS 


We help you sell Sargent Minral 
Meat Meal. Campaigns now run- 
ning on five radio stations, in- 


e 
Cas h IN on this big money-maker—Sargent Minral Meat Meal— 


the largest selling mineral feed in the midwest today. Farmers everywhere 
are demanding Sargent Minral Meat Meal—iust as they are buying the 
complete. Sargent line of balanced ration feeds for livestock and poultry. 
You’ll be amazed at the way Sargent Minral Meat Meal makes your bank 
account grow. You can add $40 to $440 a month EXTRA PROFITS right 
now with MINRAL MEAT MEAL. 


Here’s why Sargent Minral Meat Meal makes you more money. Your 


cluding WHO, KSO, KRNT, 
KSOO, KFNF. 


Newspaper campaign, Farm 
paper campaign. Special sales 
helps through broadsides, free 
literature, local feeder meetings, 
etc. 


customers want it because it saves corn—feeds 
twice as far as tankage, yet costs only about 
half as much as mineral—and gives them both 
mineral and tankage complete in one sack. Yet 
you make FOUR TIMES the profit you’d 
make on tankage. 

Investigate Minral Meat Meal. See the way 
it boosts your sales volume and your profits. 
It’s a fast seller because farmers continue to 
use it once they try it. See us at the Iowa 
convention. Write for full information about 
this bigger profits feed—and ride into the fall 
and winter months with that bigger bank 
account. 


SARGENT & Co., Des Moines, lowa 
Nearly a Half Century of Quality Feeds 


MAIL COUPON NOW! 


SARGENT & CO., Des Moines, Iowa: 


Send free details and special literature on how I can get bigger profits and increase my bank 
account this fall with Sargent Minral Meat Meal. No obligation. 


SARGENT 
YEAST CULTURE 
CONCENTRATE 
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How lowa Feed Dealers Put Punch 
into Their Merchandising 


By DON ROSS 


N IDEA now being used by Scofield’s 
of Council Bluffs, la., appeals to me 
as one which other feed dealers 

might use to good advantage. It is a 
roadside sign of unusual! size and appear- 
ance. The sign is placed on a conspicuous 
spot along highway No. 6, along which 
thousands of farmers and stockmen travel 
each day going to Council Bluffs, Omaha 
and the big packing plants. It is about 
4x6 feet in size and painted a bright 
orange color. The sign has the outlines of 
a feed bag—ears and all. It carries appro- 
priate wording about Scofield’s feed and 
the location of the store. Any farmer who 
even casts a passing glance at the sign is 
certain to identify the sign as an adver- 
tisement of a feed store. It is a little more 
expensive to make a road sign in the 
shape of a feed bag, but it is a lot more 
effective than the ordinary type of signs 
one sees on the highways. 


* * * 


It’s a bit of a departure from the feed 
business, but I like those big signs Krizer 
of Oskaloosa, Ia., uses to advertise his 
seed corn. The signs are made of planks 
about a food wide by 10 feet in length. 
They are placed at prominent spots along 
the road but always in vertical position. 
An aggressive feed dealer might borrow 
this idea to his own profit. It certainly 
makes an UNUSUAL sign, to say the 


least. 


In these columns, I have frequently 
mentioned the manner in which Reisters 
of Washington, Ia., merchandise feeds. 
Once more, the aggressive firm of W. S. 
Reister & Sons has hit on an idea which 
is worth mentioning. Using local news- 
paper space in the late summer, the 
Reister’s presented their usual reliable 
forecast about prices of livestock and 
poultry for coming months. In addition, 
they took into consideration the bumper 
oats crop. From that advertisement, we 
clip this comment: “Oats are running 50 
to 60 bushels per acre. Bins will be full 
of new grain. That’s going to make won- 
derful feed for hogs and chickens. Oats 
alone are not a complete feed—THEY 
MUST BE FED WITH SOMETHING 
ELSE IF YOU WANT RESULTS.” The 
advertisement then goes on to say that 
Reister’s brand of hog fatteners fed half 
and half with farm grown oats, is the 
cheapest way to produce pork under 
conditions of 1937. Balanced feed for 
poultry is also mentioned with special 
attention being given the brand sold by 
Reister’s. The suggestion is made that 
farmers should take home some of these 
milled feeds when in town. That adver- 
tisement appealed to me particularly. It 
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@ Roving Reporter Gathers Many New Ideas 


Could ‘You Do Retten? 


When William Platz, energetic feed dealer, Lake Beulah, Wis., heads into the north woods near 
Spooner, Wis., where he has a cottage on Loon lake, the fish really get hungry. The accompanying 
picture taken recently attests to his prowess as an angler. Here is a two days’ catch of pickerel (48 
of them) caught by Mr. Platz and his son. The largest weighed 10 pounds and the others ran 
from 3 to 6 pounds. Mr. Platz is also a veteran beekeeper and maintains a fine apiary on his 
farm adjoining his feed mill. 


followed announcements of a huge oats 
harvest in Washington county—the big- 
gest harvest in years. Farmers were sit- 
ting around the stores while on shopping 
trips, telling each other that there was 
such a big feed crop it wouldn’t be nec- 
essary to buy any feed this year. That 
advertisement was well timed—it ap- 
peared at what psychologists call “the 
psychological moment.” You may be sure 
Reister’s, will “cash in” on that adver- 
tisement. 
x 

Speaking of the Reister’s, did you know 
that Claude Reister has been chief of the 
Washington fire department for over a 
quarter of a century? And that his father 
before him, as well as his brothers, have 
all been members of that organization? 

* * * 

The other day, I was out in the country 
calling on farmers. Up in Hardin county. 
Ia., I met a specialty salesman—one of 
those route men who go around the coun- 
try selling spices, extracts, food products 
and poultry remedies, stock sprays and 
other livestock items carried by feed 
dealers. This man drove up as I was 
leaving a farm home. We got to talking 
about livestock feeds, remedies. etc. He 
showed me a big drum of fly spray which 
he hauls around in his little truck. I was 
amazed to learn how many gallons of the 
spray he had sold the past few weeks. 
In fact. he had even sold it a barrel at a 
time to some customers. “How are you 
able to sell so much fly spray?” I asked. 


His reply was honest and practical. “Oh, 
I just SUGGEST the purchace of my fly 
spray and enough people buy it to make 
it worth my while.” Not critical in the 
least, but I’ll bet that a good many feed 
dealers in that locality will carry over 
fly spray this year which they too could 
have sold by “suggesting the purchase” 
to farmers who were in their stores. And 
that idea isn’t limited to just fly sprays 
alone. The chain store grocer and drug 
folks have found it a powerful sales stim- 
ulator in selling everything from tooth 
paste to mustard. Many sales are lost 
just because the dealer doesn’t SUGGEST 
the purchase of additional items when 
farm people are in the stores. Good dis- 
plays help along this line. but the per- 
sonal suggestion is most effective. 
* * * 

At one of the recent country fairs, I 
inspected the poultry and waterfowl ex- 
hibits. Right up in front of the building 
was a feed dealer’s display of poultry 
feed. Over in the hog and cattle depart- 
ments were similar displays, all appro- 
priate and very timely. Certainly. that is 
a fine way to reach the best farmers— 
people whose influence and endorsement 
really counts. 

* * 

The livestock trucker is often a source 
of valuable information. He usually knows 
about the feeders which are brought into 
a community. In addition. he knows 
about hogs and cattle which are being 

(Continued on Page Fifty) 
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Save each Customer 
By Selling Only 


that Will Produce MORE 


| THERES 30 


You could get plenty of new feed 
customers, if you could offer a $10.00 
saving to poultrymen buying $6.00 to 
$7.00 worth of feed, couldn't you? 


Then why not do it? 


This remarkable offer is but one féa- 
ture of a most unusual sales promotion 
drive now starting on Pratt’s “CROP- 
SOLID” Laying Pellets, . . . the feed 
that produces more eggs because it 
digests Nature’s Way. 


MORE 


More and more poultrymen are chang- 
ing to “CROP-SOLID” Pellet feeding 
for good. It cuts their feed bills, . . . 
increases their egg profits. 


Let us help you increase your feed 
tonnage and profits. The Pratt line of 
Quality Feeds for poultry and all live- 
stock is doing it for other dealers and 
can do it for you. 


To get full details, .. . 


Send Coupon Today! 


\ PRATT FOOD CO., Dept. 679 
Philadelphia, Pa. 


Please send me full details on Pratt’s sales promotion plan for feed dealers and tell me how I can | 
| save my customers up to $10.00 by selling them $6.00 to $7.00 worth of Pratt’s Feed. 


TOWN ...... 


| 
| 
| 


ALSO - DAIRY.. -HOG...HORSE. DOG ill RABBIT FEED 


e24¢ 


O. K., Mr. Hintz, Now 
Let Us Tell One 


H. J. Hintz, H. J. Hintz & Son, vet- 
eran feed dealer, Pewaukee, Wis., is hav- 
ing difficulty in convincing his farm cus- 
tomers and friends of the veracity of an 
incident which happened on a recent fish- 
ing trip at Breed, Wis. This is the way 
Mr. Hintz tells it: 

“IT was casting for big ones with my 
new $50.00 rod and reel. By accident | 
dropped the rod and reel and my artificial 
bait overboard in about 30 feet of water 
and not being an expert deep sea diver 
decided to charge the whole thing off to 
profit and loss. 

“On the following week I rowed across 
the lake again, this time with a long cane 
pole wired to my leg. I passed a big liliy 
pad and noticed a wild splashing. Bobbing 
above the surface at intervals was the end 
of a fishing pole. I rowed to the spot 
and when the pole showed again grabbed it 
with both hands. Before long I was reel- 
ing in and after a struggle had a big carp 
landed in the bottom of the boat. 

“After I unhooked the fish I examined 
the rod and reel and, believe it or not, 
it was none other than the one I had 
dropped overboard the week before.” 


Fall Meeting Planned 
For Ohio Dealers 


The annual fall meeting of the Ohio 
Grain, Mill & Feed Dealers association 
will be held at the Norvel hotel, Lima, 
Ohio, October 6. 

Members are also invited to attend the 
meeting of the officers, governing board 
and committees which will be held at the 
hotel at 8 p.m. on October 5 and to present 
any suggestions they may have for the 
good of the industry. 

The general meeting will last only one 
day with a luncheon at noon. W. W. 
Cummings, secretary of the association, 
urges all Ohio dealers to attend and to 
participate in the discussions on important 
trade problems which are to be held. 


ae 


MRS. ALLTON DIES 

Sympathy of the entire trade is ex- 
tended to Roy Allton, St, Paris, Ohio, 
former president of the Ohio Grain, Mill 
& Feed Dealers association, who lost his 
wife by death as the result of an ap- 
rendicitis operation at the City hospital, 
Springfield, Ohio. Mr. Allton himself re- 
cently returned from the same hospital 
after undergoing a long seige of blood 
poisoning. 


JOINS A&P COMPANY 

Dr. Lawrence L. Lachat has _ been 
chosen by the Great Atlantic & Pacific 
Tea Co. to head its new feed testing and 
control laboratory which was _ recently 
established in Minneapolis, Minn. To as- 
sume his new position, Dr. Lachat re- 
signed from the Minnesota state depart- 
ment of agriculture. His new work will 
include chemical determinations of feeds 
with respect to protein, fat, fiber, mois- 
ture, ash calcium, phosphorus, lactose. 
iodine and other nutritional elements. He 
will conduct feeding trials. 
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“astern Federation Two-Day Outing 


To Feature Fun and Business 
@ Meet at Buckwood Inn, September 20-21 


chants has arranged a nicely bal- 

anced combination of business and 
pleasure for its outing this year, to be 
held September 20 and 21. A two-day 
program provides for a variety of sports 
in beautiful surroundings at Shawnee-on- 
Delaware and a retailers’ round table 
meeting in Buckwood inn. 

An active committee after investiga- 
tion selected Buckwood inn at Shawnee, 
Pa., a popular resort for trade association 
meetings because of its exclusive location 
in a considerable acreage away from other 
competing attractions. One association 
after another meets at Buckwood in Sep- 
tember. 


Tiss Eastern Federation of Feed Mer- 


Will Monopolize Inn 

For two days feed men and their ladies 
will have the spacious inn practically to 
themselves. By organization provided in 
the program fede-ation members and their 
friends can follow the events together; 
play at stated times in their favorite 
sports; all come together in the dining 
room or grill, and al! join in the retailers’ 
round table meeting. 

Golf is at its best at Shawnee. Na- 
tionally known professiona's play the.e. 
Fourteen holes of the course are on an 
island in the Delaware where once the 
Shawnee’s grew their maize. The place 
historically is properly named. The course 
offers an unique hazard, a water hole that 
requires an iron shot across an arm of 
the De'aware. 

Many Sport Features 

Other sport features are fine clay ten- 
nis courts, swimming pool, horse-shoe 
pitching grounds where champions meet 
each year, trap and skeet shooting 
grounds, ample space for impromptu soft 
baseball, and boating and canoeing on the 
Delaware. 

R. C. Lansing of the outing committee 
will have charge of the organization of 
sports. 

Mrs. Fred Hile is chairman of the com- 
mittee for the entertainment of ladies. 
Bridge and more bridge will be available. 
For those ladies that are able to tear 
themselves away from Shawnee, motor 
trips to La Bar’s large rhododendron 
nursery or to the scenic waterfalls of the 
region or to the famous Water gap may 
be arranged. Or madam or miss may 


rather desire to observe her man endeavor. 


to wallop a golf ball or better still engage 
in the game herself. 
Many Awards for Sports 

A loud rustling of check books in cer- 
tain quarters indicates that there will be 
a series of prizes for sports contestants, 
for ladies’ bridge party and other com- 
peting events. P. E. Best, also of the 
outing committee, will have charge of 
the prizes. 
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Slaven Found Refuge dtene 


During the turbulent days of the Civil war Taylor's Mill, located north of West Chester, Pa., and 
shown above, was used as a station for slaves smuggled out of the South into Canada via the under- 
ground railroad. Many of those who aided in this traffic were said to have been Quakers. Taylor's 
Mill uses the well known French burr stones imported from abroad. These stones weigh a ton each 


and have a diameter of four feet. 


The serious purpose of the outing is 
the retailers’ round table meeting. Prob- 
able topics for discussion will be resolu- 
tions on public questions that affect the 
feed merchant, the observance of National 
Feed Week, advertising for independent 
dealers, and federation affairs. 

Feed Expert to Speak 

An instructive speaker will be Edwin 
A. Gauntt, extension professor of dairy 
husbandry, Rutgers university. Professor 
Gauntt is at present in charge of Dairy 
Herd Improvement association work in 
New Jersey as wel! as the feeding pro- 
gram. Since he graduated from Cornell 
in 1923, he has been continuously with the 
New Jersey agricultural extension service. 

Professor Gauntt has selected as the 
title for his talk, “How to Throw the 
Bull,” a subject that will permit him to 
explain what the manufacturers told the 
college professors about dairy feeds and 
what the professors told the manufactur- 
ers. And, of course, Professor Gauntt will 
point out some of the recent ever-chang- 
ing schemes for feeding dairy cattle. 

Also instructive from another angle of 
the feed business will be a talk by Robert 
N. Wallace, sales manager, Syracuse Ren- 


dering Co., who has made a study of the 
fundamentals of merchandising. Mr. 
Wallace will speak on that subject. 

Yet to be announced is the head-liner 
who is to speak at the dinner-banquet on 
Monday night. 

Members of the outing committee are 

A. W. Carpenter, P. E. Best, Louis F. 
Camp, Fred Hile, R. C. Lansing, Albert 
J. Thompson, and Louis E. Thompson. 
e ED OLSON, J. Redeling & Co., Por- 
terfield, Wis., was recently elected pres- 
ident of the Marinette County Sports- 
man’s League which interests itself chiefly 
in the propogation and conservation of 
wild life. 


ee 


PENNSYLVANIA MEETING 
The Pennsylvania Millers & Feed 
Dealers association will hold its annual 
convention at Atlantic City October 1 
and 2. An interesting program which will 
feature expert speakers and discussions 
on important trade problems is being 
planned. Headquarters for the conven- 
tion will be at the Hotel Claridge. All 
dealers in the territory served by the 

association are invited to attend. 
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CALL... 


PHONE: Two Trunk Lines, 4-5177, 4-5178, Direct Western Union Wire in our office 


IOWA FEED CORPORATION 


DES MOINES » » PHONE 45177 « « IOWA 


CASH PRIZES 


You can profit two ways with the 


Arcady Egg Mash Program 


& 1. Increased profit to you. 
eters aun 2. A share of the $500 
Merchandising Program prize money. 

ARCADY FARMS MILLING COMPANY 
223 West Jackson Boulevard ” » » CHICAGO, ILLINOIS 


e26¢e 


| 


THE FEED BAG — September, 1937 _ 


| 
| 
4 
4 
: 
— 
— 
— 
— 
3 
— 
— 
— 
- 
@ 
— 
3 
— 
— 
3 
-_ 


Dealers Must Keep 
Pace With Changes 


in Agriculture 


OST of you are members of the 

Central Retail Feed association of 

which I have the honor of being 
the present presiding officer. This is the 
first opportunity I have had to express 
my gratitude to you for the honor con- 
ferred upon me and I want to assure you 
that while I was not looking for a new 
job 1 do consider it an honor and shall do 
my best to make good. 

When Colby Porter delivered his an- 
nual address as president of the associa- 
tion he said that whoever was elected to 
the office of president of the organization 
must expect to work and I shall be glad 
to exert every effort to make a success of 
my job and to help make the future of the 
association one of genuine accomplish- 
ment. 

Need Members’ Cooperation 

I know full well, however, that I can 
do but little without the whole-hearted 
support and cooperation of the members. 
It is a fine thing to get together once a 
year in annual convention, to meet our 
friends, to be entertained and to listen to 
addresses by men eminent in their line 
of work. But something should and must 
be done the other 11 months of the year. 

We have many problems in common, 
problems that can be solved easier and 
more efficiently if worked out in unison 
with each other. During the past year 
many district meetings were held, and 
it is my earnest hope that many more of 
them may be held during the coming 
year. 

1 hope also that county associations 
may be formed, for at the county meet- 
ings you rub shoulders with those of the 
industry with whom you do business or 
with whom your own customers do busi- 
ness. Your immediate problems are much 
alike. You cannot solve them alone. You 
must have the cooperation of your neigh- 
bor. He is your competitor and, while it 
is a healthy system that there be rivalry 
in business, it should be a friendly rivalry. 

Situation on Barley 

Last vear the district meetings stressed 
the grading of barley, and already the 
officials of the department of agriculture 
are sending out questionnaires preparatory 
to having more bar!ey meetings or barley 
schools. Naturally those of us here pres- 
ent are interested in these barley grading 
schools, for we come from those sections 
of Wisconsin, in which, we have so re- 
peatedly been told, “the best malting bar- 
ley grows.” 

For a number of years dealers were 
asked to urge farmers to improve their 
barley strains, to grow Wisconsin No. 38 
and in the last few years, Oderbrucker 
barley. They did this. They cooperated 
a full 100 per cent with the maltsters and 
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brewers and with their farmer constitu- 
ents. They paid premiums for Oderbrucker 
barley. They kept it in separate bins, 
because the No. 38 and Oderbrucker be- 
ing different types, did not germinate 
uniformly and each also had a different 
percentage of extraction. 

They were taught how to grade, how 
to sift for undersize and how to test-weigh 
the barley. In years gone by they urged 
their patrons to work and pray for the 
abrogation of the 18th amendment and 
believe me, my friends, if it had not been 
for the men of the great Middle West, 
we'd still be unable to get any of the 
beverage “that made Milwaukee famous.” 

In 1936 there was a small barley crop. 
At harvest time the weather was hot and 
dry, and in consequence the quality of 
the grain was not so high as in 1935 and 
1934—but it was above the average. It 
made good malt. The August, September 
and October receipts were all that could 
be desired. Farmers sold more liberally 
than in previous years during August, 
September and October, but all at once 
offerings came from other countries, from 
Canada, Poland and Belgium, and all at 
once also new criticisms of Wisconsin 
barley made their appearance. 

Why Foreign Barley? 

Two years ago in 1935, the criticism 
heard was that the moisture content was 
too great. Well, that was plausible, for 
the crop had been harvested when the 
weather was wet and rainy. But last year, 
along in the early part of last November, 
it was determined that the extraction of 
the Wisconsin barley was low—that bet- 
ter extraction could be procured from 
Canadian barley—that the good Wiscon- 
sin 38 did not make satisfactory malt. 

Meanwhile, foreign barley kept pour- 
ing in by shiploads of hundred of thou- 
sands of bushels. Some days the past 
year the Milwaukee receipts of Canadian 
barley were 40 to 50 carloads a day 
against four or five from the farmers of 
Wisconsin—from the farmers who were 
largely responsible for the repeal of the 
18th amendment to the Constitution. And 
it seems there was a ready daily market 
for these 40 or 50 cars of foreign barley 
but not for the four or five cars from 
Wisconsin. 

Then what? Notwithstanding the deal- 
ers’ feeling of resentment, they went back 
to their farmer friends last spring and 
again they urged them to only plant the 


' highest quality seed—to be sure it was 


carefully recleaned and, oh! the unselfish- 
ness of the Wisconsin grain dealer. 
“Yes! we'll clean the seed for you free 
of charge,” they said. “We want to insure 
good quality, to see that it is fully cured 
before threshing and also to see that the 


WILLIAM N. KNAUF 


Mr. Knauf, Knauf & Tesch Co., Chilton, Ws., 
president of the Central Retail Feed association, 
offers the timely advice published herewith. He 
is not only a successful dealer but is also a 
tud o. i and politics. You will 
profit by reading his entire message. 


threshing is done painstakingly, so the 
grain is free of beards and that none of 
the kernels are broken. 

And all this notwithstanding, there’s 
hardly a dealer in Wisconsin who hasn’t a 
car or two or three of barley on hand, 
which he was unable to market and in 
which are tied up the profits of his 1936 
crop year’s business, and which for many 
will no doubt show a clear loss. 

It may have been necessary to import 
corn from the Argentine to make corn 
flakes and corn syrup. It may even have 
been expedient to import oats to provide 
oatmeal for the American breakfast table. 
But it 1s difficult to believe that it was 
necessary to import barley for mait from 
Canada, Poland and other European 
countries to provide the American farmer 
and the American workingman with his 
glass of beer, when Wisconsin’s elevators 
were bulging with Wisconsin barley. 

Watch for Legislation 

It is to be expected that a lot of new 
legislation affecting our business will be 
formulated during the era that lies before 
us. Much of this legislation will not only 
be detrimental to our business welfare but 
also detrimental to the welfare of our 
patrons. 

As feed dealers we should realize that 
we are here to serve agriculture, to serve 
the farmers, and that conditions in agri- 
culture are changing with great speed. 

For ages farmers have produced for two 
purposes and for two purposes only—for 
food and for clothing. Before long those 
two purposes will be challenged by a third 
that may soon forge ahead of the other 
two. 

The farmer will grow crops for indus- 
trial uses. See what is being done with 
soybeans. This lowly plant which for 
ages has been the staff of life for the 
millions of people of China and which 
even in our own time was the cause of the 

(Continued on Page Thirty-two) 
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FAIRCHILD AERIAL SURVEYS 


THE NOPCO RESEARCH FARM at Flemington, New Jersey. 
Here research into the vitamin needs of poultry is constantly car- 
ried on under conditions scientifically controlled but duplicating, 
as closely as possible, actual conditions on a typical poultry farm. 


DR. R. T. PARKHURST (right), Nopco’s Director of Agricultural Field Research, is in 
complete charge of the Research Farm. He holds degrees from Massachusetts Ag- 
ricultural College, University of Idaho, and University of Edinburgh, Scotland. He has 
wide experience in conducting nutritional research both in this country and in Eng- 
land, where he was formerly Director of the National Institute of Poultry Husbandry. 
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F yve-Minute Visit to the NOPCO Research Farm at Flemington, New Jersey 


“ERE, on a modest yet modern little farm, exacting re- 

. search work is performed on thousands of birds. Fine 
birds, good layers—but it isn’t for their eggs that NOPCO is 
raising them. It’s for the FACTS they can tell us about the Vita- 
min A and D requirements of poultry. These birds are telling 
us something about how Vitamin A affects— 


* Livability 

* Hatchability 
* Egg Quality and Nutritive Value 
* Market Poultry Quality 


This experiment is but one of a series which, during the past 
several years, has taught us a great many things about the 
need of poultry and other animals for Vitamin A and Vitamin D. 
Working closely with the NOPCO Research Laboratory, the 
Control Laboratory, and the Nutritional Laboratory, the NOPCO 
Research Farm supplements the work done under NOPCO- 
Sponsored fellowships at the Agricultural Colleges. 


It plays a vital part in the research program which is the 
backbone of NOPCO’s progressive policy. All the facts pro- 
duced by this research program are used to improve our product. 
In addition, they are placed at the disposal of the feed trade so 
that you, too, can profit by these advances in feeding knowledge. 


ON ONE OF THE PRESENT RESEARCH PROJECTS (right) there are 850 New 
Hampshire layers like these on the NOPCO Farm, besides 200 grow- - 
ing birds. All layers are trapnested. Both leghorns and heavy breeds are weed in the sneaniei work at the Farm. 


THESE TWO 150-FOOT LAYING HOUSES are the center 
of the work now going on at the NOPCO Farm. The 
houses have electric lights, running water, and trap- 
nests in every pen. The two-story building between 
the laying houses is a completely equipped feed room. 


....iS a Scientific blend of natural Vitamin 
A and D concentrate and cod liver oil, stand- 
ardized by chemical, mechanical and bio- 
logical tests. If you have not yet discovered 
what NOPCO XX can do for you, we extend a 


cordial invitation to join the growing ranks of NOPCO XX users. Enjoy the benefits of using a controlled product, 
evolved from constant research and tests and proved by successful results. . . Write today for further information. 


NATIONAL OIL PRODUCTS COMPANY, INC., HARRISON, NEW JERSEY 


Chicago, Illinois Boston, Massachusetts San Francisco, California Cedartown, Georgia 
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Farmers’ Cash Income During 1937 


Expected to Be $9,000,000,000 


® Total Will Reach Highest Amount Since 1929 


ARMERS’ cash income from the sale 

of products and government pay- 

ments have been increasing steadily 
since 1932 and for the calendar year 1937 
the total is expected to reach $9,000,- 
000,000, according to estimates made by 
the bureau of agricultural economics. 

These figures are based on the cash in- 
come from farm marketings and from 
government payments during the first half 
of the year and on indications as to prob- 
able sales and prices of farm products as 
well as the prospective volume of gov- 
ernment payments to farmers during the 
last half of the calendar year. 

Highest Since 1929 

This year’s prospective cash income 
compares with $7,865,000,000 for the 
1936 calendar year and is the highest 
for any year since 1929 when the total 
was $10,479,000,000. 

“This is the fifth successive year in 
which farmers’ cash income has increased 
over the previous year,” reports A. G. 
Black, chief of the bureau. “With income 
more than doubled since 1932, the gen- 
eral economic position of farmers has, 
of course, been greatly improved. 

“It is signficant this year that farm 
income will be more evenly distributed 
over the entire nation than in any recent 
year,” he pointed out. “This distribution 
of the income is in contrast with recent 
years when droughts, particularly those 
of 1934 and 1936, sharply reduced pro- 
duction in many areas. Farm prices ad- 
vanced as a result of droughts but this 
advance failed to help many farmers 
whose production was sharply reduced 
by the weather. 

Factors Affecting Gain 

‘“‘However, these droughts, by reducing 
available supplies, are in part responsible 
for the improved position of farm income 
this year. Other factors in the improved 
income situation this year are farm pro- 
grams and the improvement in the de- 
mand for farm products resulting from 
business recovery. Another factor of im- 
portance in the situation is that the cash 
income of farmers this year will be much 
less dependent upon receipts from liquida- 
tion of capital assets such as foundation 
breeding stock than was the case during 
the drought years. 

“The major concern at this time,” Dr. 
Black continued, “is that of continuing 
the improvement in the economic posi- 
tion of agriculture. In the case of wheat. 
for instance, the improved situation this 
year comes in the wake of relatively small 
crops in the United States for four years. 
of small crops in Canada five years and 
small crops of wheat in Argentine, Aus- 
tralia and other producing areas in recent 
years. A series of normal crops such as 
we have had in most of the United States 


Swinging on the dLannyand Gate 


AW 


“Say, ya dummy, that ain’t your golf ball!” 


this year would change the world situa- 
tion on wheat from that at present when 
the world supply is below normal to a sit- 
uation where the supply would be above 
normal. Income from wheat production 
in this country would quick!y suffer with 
a return of world supplies to their level 
of 1931 and 1932 even though world busi- 
ness conditions apparently have improved 
substantially.” 

The increase of $1,135,000,000 in farm 
income in 1937 over the income received 
in 1936 is primarily the result of greater 
income being received from the sale of 
farm products, but government payments 
during 1937 also will be somewhat larger 
than in 1936. During the first half of 
1937 government payments amounted to 
$330.000,000 compared with $287,000,000 
for the entire year 1936. A part of the 
payments on the 1936 agricultural con- 
servation program are still to be made 
during the next few months and it is an- 
ticipated that payments on the 1937 pro- 
gram, for which $500.000.000 was appro- 
priated, will get under way before the end 
of this calendar year. The estimate of 
cash income of farmers during 1937 in- 
cludes only the actual government pay- 


ments which wil! be made to farmers 
during the calendar year and will prob- 
ably amount to from $400,000,000 to 
$450,000,000. 

The increase in income from farm mar- 
ketings is expected to amount to approx- 
imately a billion dollars. This increase is 
due almost entirely to the greater income 
being received from the larger crops this 
year. Large portions of such crops as 
corn and citrus fruits, however, will not 
be marketed until 1938 and therefore do 
not enter into the 1937 income estimate. 
The greatest increases in income this year 
are from grains, fruits, and tobacco, al- 
though income from cotton and cotton- 
seed, and vegetables is also expected to 
exceed the income received from these 
commodities last year. Income from 
wheat. apples, and tobacco is expected to 
show the greatest percentage gain over a 
year ago although other grains (except 
corn) and most other fruits and truck 
crops are expected to show a sizable in- 
crease in income during 1937. Income 
from potatoes in the last half of 1937 
may be somewhat smaller than in 1936 
as increased marketings are likely to be 


(Continued on Page Forty-seven ) 
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NOTE THIS LOCALIZED 


MAIL THIS COUPON TODAY 


TIONAL PAPERS 


New program local- 
izes selling—with more 
dominant space—more 
and better dealer helps 


ORE IODIZED FEEDS and concentrates were sold 

in the 1936-37 feeding season than ever before. 
More feed manufacturers signed lodine agreements in 
1936-37 than ever before. 


More feeders testified to the benefits of Iodine feeding 
with actual pictures than ever before. 


And with this successful background, Iodine Educa- 
tional Bureau announces its New Sales Promotion 
Program featuring localized advertising ... more 
dominant space with more and better dealer helps. 


Eighteen leading sectional and state farm papers, 
plus the national poultry, dairy and breeder pub- 
lications, will carry the lodine message during the 
1937-38 feeding season. Feed manufacturers who are 
using the Iodine Seal of Approval on their bags will 
be featured in each advertisement within their trading 


areas. Thus, lodine advertising becomes their 
advertising. 


A multitude of real sales helps that identify your 
dealers’ stores as headquarters for Iodine Seal-Ap- 
proved Feeds are also available. New booklets— 


new folders —new display signs —new newspaper 
mats — seal electros. 


Iodine has a definite value in well-balanced feeds. 
Test after test has proved that such feeds produce 
more eggs, more milk, more meat, and improve the 
health of livestock and poultry. The cost of lodizing 
feeds is insignificant, as only 34 of an ounce to 1% 
ounces of Potassium Iodide are used in a ton of feed. 


You should make use of the proved record of Iodine 
feeding —the acceptance of the Iodine Seal of Ap- 
proval—and Iodine’s Advertising and Sales Promo- 
tion Program. Get the full facts. Join the procession 
of success. Mail the coupon today. 


Most Iodine used in this country is produced in the manufacture 
of Natural Nitrate of Soda. 


IODINE EDUCATIONAL BUREAU, Inc. 
120 Broadway, New York, N. Y. 


We would like to investigate the ad ges of Iodizing 
(Dairy Feeds) (Poultry Feeds) 
Please send us full facts. 
Name 
Address 
City. State 


t 
Py ovine 
CONTENT Be 
APPROVED £3 
arme Missouri Roratis, 
Wisc, 
| 
| 
growth, for a 
normal transformation of feeds into LB 3 
terials; and to stimulate the organs 
| 
| 
e3le 


Dealers Must Keep Pace 
With Agriculture 


(Continued from Page Twenty-seven) 


greatest migration of peoples in centuries 
is now being produced in this country in 
ever increasing quantities. 


Chicago is the greatest corn market in 
the world. Yet there were days in Chicago 
on the board of trade last year when there 
was a greater turnover of soybeans than of 
corn. Soybeans are turned into hundreds 
of different kinds of food, but more are 
already being used for industrial purposes 
than for foods. Paints, enamels, plastics, 
shatter-proof glass, eye glasses that are 
unbreakable and 30 per cent more trans- 


parent than glass spectacles, imitation 

wood, furniture, automobile and airplane 

instrument panels are only a few of the 

many items made from the soybean. 
Farm Crops for Alcohol 

Down in Missouri there is an alcohol 
plant that is supplied with plant products 
for the production of alcohol that takes 
the entire produce of all the farms within 
a radius of many miles of its factory and 
it is now only in its experimental stage. 
The alcohol is for power purposes. 

In England and Germany the law pro- 
vides that all gasoline sold must contain 
a mixture of alcohol. There is room in 
this country for 20,000,000 acres to be 
planted to alcohol producing vegetation. 

Down South thousands of acres of Tung 


LAST! NOW 
THAT'S COMMON 
SENSE FEEDING 


d 
ORE EGGS Wa 
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DEALER SAY THAT 
HIS FULO-PEP 
FEEDERS MAKE 
|| MONEY AND KEEP 
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PROSPER WITH YOUR CUSTOMERS 


OU as a feed merchant know that first of all your customers 
must make money if you are to make money. Quite often they 
place you “on the spot” by seeking your advice on their feeding 
problems. This is both an obligation and an opportunity. It re- 
quires your best judgment to give sound advice that will help 


them make money. 


@ ‘To poultry keepers you can safely recommend feeding hens the 
Ful-O-Pep Way for it is a common sense feeding program that 
gets the eggs at a low feed cost. It consists of one third each 
Ful-O-Pep Egg Mash, Whole Oats and Ful-O-Pep Scratch Grains 
plus Granite Grit. With this program the poultryman is able to 
produce more, better quality eggs at a lower feed cost. 

@ Dealers find that poultrymen who follow the Ful-O-Pep System 
of feeding pay their bills exceptionally well. 


THE: QUAKER OATS COMPANY 
Dept. 13-I, 141 W. Jackson Blvd. CHICAGO, U. S. A. 


trees have been planted for the produc- 
tion of China oil, and many thousands 
more acres are being planted so that our 
needs for this valuable oil for paint will 
be supplied by our own people. 

Look at the rayon industry. Before 
the World war none of us had ever heard 
of rayon. Think of making a machine to 
supplant the silk worm in the production 
of a new textile. Ever since the dawn of 
civilization there have been but four kinds 
of fibres from which yarns were spun and 
cloth woven—wool, flax, cotton and silk. 
Within the last 20 years the rayon indus- 
try has grown so that now the consump- 
tion of rayon in America is greater than 
that of silk. More than 125,000 tons of it 
were produced last year and spun and 
woven into textiles, some finer than the 
finest of gossamer silks. 

Steadily but surely agriculture is being 
revolutionized and we as marketers and 
distributors of the products of the farm 
must recognize these changes. We must 
keep ab-east of the times. 

Association Needed Badly 

There has never been a time when or- 
ganizations such as the Central Retail 
Feed association were needed more than 
right now. The regimentation of agricul- 
ture and industry may come as it has 
come to other countries. The day of 
“laissez faire” is past. 

We shall have to study more earnestly 
our costs and overhead. Better account- 
ing systems will have to be installed by 
many of our dealers. 

Taxes will of necessity mount higher 
and higher. Government in business, as 
the active competitor of the business man, 
is being encouraged in state and nation. 

The 40-hour week with a 40-cent min- 
imum wage, a new NRA for industry, a 
new triple A for agriculture, the ever 
normal granary, protection of farm prices 
and farm income—all are projects that 
will be stressed in the near future. 

Six months ago the economists told us 
the fear of inflation was passing. Now 
they say it is bound to come. They also 
advise us to prepare for the coming of 
deflation which will come as sure as the 
pendulum swings back and forth. 

Some of the ills that confront us as in- 
dividuals and as business men may be pre- 
vented, some may be cured but not by 
individual action. By earnestly working 
together, by the efficient organization of 
our industry, we can overcome many of 
the ills that threaten us. By making the 
greatest possible use of the Central Re- 
tail Feed association, you can make it an 
instrument of great good for the industry. 


FEEDER’S DAY 


More than 1,000 farmers are expected 
to attend the 10th annual Illinois cattle 
feeders’ day which will be held at the 
University of Illinois college of agricul- 
ture, Urbana, Ill., September 17. In addi- 
tion to hearing authoritative discussions 
on market outlook visitors will have an 
opportunity to inspect seven lots of year- 
ling steers that have been on feed since 
April with no two lots fed exactly the 
same way. H. P. Rusk, head of the animal 
husbandry department of the college, will 
be in charge of the program. 
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WIN 
NEW SALES 
with this 
VITAMIN 
BARRAGE! 


Doughboy Mash Concentrate—the new 
vitamin-rich protein supplement, exclu- 
sively for poultry—is a real sales builder. 
Every pound of Doughboy Mash Con- 
centrate contains a full line-up of the 
health-giving vitamins A, B, D, E, F, and 
G—the vitamins that by earning bigger 
profits for the poultryman, earn bigger 
profits for the Doughboy dealer. 


UM Note especially that Doughboy Mash Con- 
Y centrate includes the recently stabilized repro- 
ductive Vitamin E—the vitamin that helps step 
up production and gives eggs higher hatch- 
ability. The discovery of a new cold-press process for 
capturing Vitamin E in a form that keeps the “E” alive 
and active indefinitely, has made it possible to reinforce 


NEW RICHMOND 


ROLLER MILLS 
NEW 


LEZ 


Doughboy Mash Concentrate with this all-important vita- 
min. 

Doughboy Mash Concentrate may be ordered in either 
straight or mixed cars. When you order, combine your re- 
quirements with other popular products of the New Rich- 
mond Roller Mills line. Every shipment gets the same 
fast, efficient service. Write today for the complete story 
and list of prices on Doughboy Mash Concentrate. 


NEW RICHMOND ROLLER MILLS COMPANY 


New Richmond 


Wisconsin 


Most Complete and Fastest Service in the Middle West 
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Which Is Which? 


Does a customer know one feed from 
another by its appearance or smell or by 
its composition? One dealer found out 
that farmers averaged fairly well in this 
respect when he started a contest by put- 
ting poultry mashes, chick starters, dairy 
feeds and others, completing a line of a 
well-known commercial brand in open 
cigar boxes on the counter next to his cash 
register. He numbered each of the sam- 
ples and invited the customers to write 
their guesses on cards provided for the 
purpose. Those with perfect scores re- 
ceived a 100-pound sack of feed. The 
contest not only created interest and 
attracted customers but resulted in splen- 
did advertising for the dealer’s line. 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Identifies Feeds 


Feeds displayed in a series of open bins 
in the store of a Michigan dealer are im- 
mediately identified by the customer as 
the result of a simple plan which he has 
adopted. This dealer made cardboard cut- 
outs of hogs, chickens, cows, turkeys and 
dogs and attached them to a slender strip 
of wood. On each of the cut-outs he wrote 


THE GORTON PILOT 


SYMBOL of PROTECTION 


for EVERY FEEDMAN 


Your reputation as a feed manufacturer depends entirely 
on how healthy the feed keeps your customers’ hens and how 
many eggs it makes them lay. Now the easiest and best way 
of insuring these desirable qualities is to use the proper 
amount of natural high-potency cod liver oil. Such an oil is 
GORTON’S SUPER A. 


SUPER A has the advantage of being a straight codfish oil 
that has a controlled potency! Every gram of SUPER A 
that you may buy is guaranteed to contain 3000 Units of 
Vitamin A and 250 Units of Vitamin D! 


Get the most for your money by buying SUPER A, the 
natural cod liver oil! 


JOBBING DIVISION 


of FARM SERVICE COMPANY ( Trade Name) 
DIVISION OF GENERAL MILLS, Inc. 


407 So. Fourth Street Call Main 8317 


Minneapolis, Minn. 
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the brand name and type of feed. The 
end of the strip of wood was inserted 
into the open bin of feed with the hog 
or cow or chicken plainly visible. The 
customer inspecting the bins is able to 
tell at a glance whether he is looking at 
poultry or dairy feed, etc., and the display 
associates the feed with the type of an- 
imals for which it is intended. The idea 
saves a lot of explanation on the part of 
the dealer and serves as an excellent silent 
salesman. 


Blind Trade 


A blind trading post established by a 
New Jersey dealer recently brought hun- 
dreds of customers to his store. Farmers 
were invited to wrap one or two farm or 
household gadgets which they wished to 
trade in a package and bring the bundle 
with them when they called for an order 
of feeds. The dealer started the trading 
post operating by contributing a dozen 
packages from his own stock including 
poultry remedies, fly sprays, etc. Every 
farmer who brought an item was privi- 
leged to select from the group spread over 
the top of a large counter. Some of them, 
through this blind exchange obtained just 
what they needed; others were not so 
fortunate. However, the idea created in- 
terest in all sections of the dealer’s trad- 
ing area and brought in many new cus- 
tomers. 


Spinning Whee's 


A Minnesota feed dealer recently vis- 

ited one of his friends in a large city. 
“By the way,” he said, “you get into 
the country a lot. Can’t you pick up an 
old fashioned spinning wheel for me for 
my recreation room?” The dealer made 
a mental note of this and upon his return 
inserted an advertisement in the little 
newspaper which he issued from his store 
every month offering to buy spinning 
wheels. The ad brought in 15 of them 
which he bought for $3.00 to $5.00 a 
piece. He supplied his friend with the 
best one and then inserted a small ad in 
the classified department of the city 
newspaper announcing that he had old 
spinning wheels for sale. Enough replies 
were received to dispose of every one of 
them at a nice profit. And the customers 
of the dealer were well pleased with the 
idea of turning these relics which they 
no longer used into ready cash. 
e MERTON FEED CO., Merton, Wis., 
has begun construction on a new ware- 
house. The structure will be 60x30 feet, 
will be built of concrete and sheet metal 
and will have a storage capacity of about 
five cars of feed. Victor Rehbaum is 
owner of the firm. 
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Dallas Preparing Rousing Welcome 


For National Convention 
@ Feed Week Celebration Part of Program 


ITH an excellent program and 

numerous entertainment features 

as attractions the annual conven- 
tion of the Grain & Feed Dealers Na- 
tional association to be held at Dallas, 
Tex., October 11 and 12, is expected to 
establish a new attendance record. As- 
surance that they will be present have 
been received from members of the trade 
in all parts of the country and the larger 
cities are planning to send whole delega- 
tions. 

Falls During Feed Week 

Falling as it does during the first two 
days of National Feed Week, the conven- 
tion will devote an important rart of its 
program to the first celebration of its kind 
to be he'd in the history of the feed 
industry. David K. Steenbergh, managing 
editor of The Feed Bag, which is spon- 
soring Feed Week, will attend the sessions 
and will be prepared to discuss the plan 
with dealers. 

Several outstanding speakers have al- 
ready been obtained for the convention 
and negotiations with others are under 
way. Among those who will appear on the 
program are F. A. Theis, Kansas City, 
Mo., prominent grain man and former 
AAA official; L. W. Baldwin, president, 
Missouri Pacific Railroad system, and 
Peter Molyneaux, nationally known writer 
on farm problems and editor of the Texas 
Weekly. S. W. Wilder, Wilder Grain Co., 
Cedar Rapids, Ia., president of the asso- 
ciation, will give the opening address. 

Secretary of Agricuiture Wallace has 
also been invited to speak at the conven- 
tion and has the proposal under considera- 
tion. 

To Vote on Changes 

Several changes in the constitution and 
by-laws of the association will be voted 
upon during the business session. The 
proposed alterations are being offered to 
the members in advance and they are 
urged to study them and make their deci- 
sion before arriving at the convention. 

The barley grading school which was 
held preceding the regular sessions at 
Milwaukee, Wis., last year proved to be 
such a success that it is being repeated 
again at the Dallas convention. The school 
will be held on Sunday, October 10. 

Another feature of the convention will 
be a meeting of association secretaries on 
October 11 which is expected to bring to- 
gether the largest gathering of trade or- 
ganization leaders on record. Twenty-one 
associations are now affiliated with the Na- 
tional and more are expected to join the 
fold before the Dallas meeting. 

Members of the Feed Trade Relations 
Council will hold a special luncheon meet- 
ing Tuesday noon, October 12. E. C. 
Dreyer, Dreyer Commission Co., St. 
Louis, Mo., chairman of the council, will 
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preside at an informal conference. The 
Feed Trade Relations Council was organ- 
ized since the convention held in Mil- 
waukee last year to provide better repre- 
sentation to feed men and to establish 


S. W. WILDER 

Mr. Wilder, Wilder Grain Co., Cedar Rapids, 
la., president of the Grain & Feed Dealers 
National association, will give the opening address 
at the annual convention in Dallas, Tex., October 
11 and 12. 

a national clearing house for their prob- 
lems. 

Both the program and entertainment 
committees are working at top speed to 
prepare for the convention. They assure 
all who attend of a profitable and pleasant 
meeting with the famed “southern hos- 
pitality” abounding. 

J. C. Crouch, Crouch Grain Co., is 
chairman of the local arrangements com- 
mittee and Joe R. Brown, Standard-Tilton 
Mills, is directing entertainment plans. 
Other Dallas men assisting are A. J. Big- 
gio, Robert Nicholson Seed Co.; Alva Mc- 
Knight, McKnight Grain Co.; Jack P. 
Burrus, Burrus Mill & Elevator Co.; 
F. E. Cowan, Morten Milling Co.; Ed- 
win Doggett, Doggett Grain Co.; D. S. 
Donovan, Standard-Tilton Mills, and 
N. L. Kelley, Robert Nicholson Seed Co. 

A special train for delegates to the 
convention is planned by railroads from 
St. Louis to Dallas. Since many of the 
members are expected to pass through St. 
Louis enroute, a large crowd is expected to 
take advantage of this group arrangement. 

Will View Exposition 

Although the Dallas grain and feed 
men can be depended upon to provide an 
entertainment program second to none an 
added incentive to attend the convention 
is the Pan-American exposition which will 
be showing there in all its glory. It is the 


plan of the entertainment committee to 
link various features with the event. 

Chief among the entertainment possibil- 
ities at the exposition is the Pan-American 
casino. It is a huge, air conditioned cafe- 
theater with a seating capacity of 2100 
persons. Unique in design, the casino has 
horseshoe-shaped terraces on which the 
audience dines and which rise upward tier 
on tier. Between shows there is dancing 
to the music of America’s foremost or- 
chestras. 

The La Rambla at the exposition em- 
braces an even wider variety of entertain- 
ment. Road to Rio, a village type show, 
presents an excellent stage revue in addi- 
tion to numerous side shows. Black For- 
est has outstanding skating champions 
performing at its ice carnivals, and the 
Bowery recreates the spirit of the gay 
90’s. Other attractions, too numerous to 
mention, include Ripley’s Odditorium and 
the World a Million Years Ago. 

Many Free Exhibits 

One of the principal points of interest 
at the exposition is free to the public. It 
is the “Cavalcade of the Americans,” a 
dramatic highlighting of 500 years of the 
new world history from the landing of 
Columbus to the Inter-American Peace 
conference in Buenos Aires last year. Two 
performances of “Cavalcade” are present- 
ed nightly. 

The exposition also offers many educa- 
tional and commercial exhibits. Included 
among these are the United States govern- 
ment building; the Pan-American palace, 
housing the official exhibits of the Latin- 
American republics, and the Texas State 
building. 

Those who arrive early for the conven- 
tion will have an opportunity to see two 
football rivals clash. They are the Univer- 
sity of Texas and the University of Okla- 
homa which will battle Saturday, October 
9, at Dallas. Those desiring tickets for 
this game are requested to write the Grain 
& Feed Dealers National association 
headquarters, Merchants Exchange build- 
ing, St. Louis, Mo. Other information 
about the convention will also be gladly 
supplied. 


CONGRATULATIONS, GRANDPA 

There’s rejoicing in the office of Max 
Nowak, president, Nowak Milling Corp., 
Hammond, Ind. “Thought you might be 
interested in the fact,” he writes in a 
personal letter to The Feed Bag, “that 
yesterday (August 17) I became a grand- 
father through the birth of a son to my 
daughter, Maxine—Mrs. R. G. Wallace, 
Jr., who now lives in New York City. 
The son will be named Robert George. 
the third, and weighed 6% pounds at 
birth. When you see me at conventions 
you may now call me grandfather.” 
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DEALERS! 


@ Here is something that will help you 
sell more tankage . . . build profitable 
new business ... and increase your sales 
to old customers. Clip out the bottom 
half of this advertisement along the 
dotted line. Pin it to the market board 
in your store ... or place it in some 
other conspicuous place. Cut it out 
and let it go to work for you today! 


ARMOUR COMPANY 


ANIMAL FEED DEPARTMENT : U.S. Y. CHICAGO 


1 


TO EVERY 


STOCKMAN: 


[ This is a reprint from the Omaha Daily 
Journal Stockman of June 16, 1937 


“Anybody who doubts the value of 
tankage in the hog ration probably 
hasn't seen the returns from tests made 
at the Missouri and Kansas experiment 
stations. At the Missouri station one 
lot of pigs given corn alone weighed 
70 pounds at the end of six months. 
Another lot that had corn, tankage and 
mineral mixture, grew to 231 pounds 
in the same time. The first lot was 
one-third along on the journey to 
market. The other had arrived. 

At the Kansas station it has been re- 
peatedly shown that tankage as a sup- 
plement to corn is profitable. In one 
test 100 pounds of tankage saved 600 
pounds of corn. Tankage was added to 
one ration of corn plus alfalfa pasture 
and the hogs were ready for market 
45 days earlier than a lot that had no 
tankage.” 


Ash Us About Armour Geeds 


es JO 


IOWA 
FEED 
DEALERS e 


®@ Changing times do not 
disturb one fact. 


@ There is no substitute 
for quality. 


@ Vitamo feeds have al- 
ways been quality feeds. 


@ Our agency means profit 
for you. 


We Stock a Complete Line of Ingredients for Mixers 


IOWA MILLING COMPANY 


CEDAR RAPIDS, 


(Crushers of Soybeans and Flax Seed) 


GOOD 


LUBRICATION 
SAVES MONEY! 


Are you receiving full value 
for your lubrication dollar? 


Ask your ‘Mill Mutual” 
insurance office for a lubri- 
cation booklet, or write to us. 


MUTUAL FIRE PREVENTION BUREAU 
Department of 
Association of Mill and Elevator Mutual 
Insurance Companies 


400 West Madison Street 
CHICAGO, ILLINOIS 
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#- man in a race—or a man attempting to swim across a 
i turbulent river with his arms tied to his side. Funda- 
nentally, a business must be soundly financed if it is to op- 
esate most freely to produce adequate profits. 

Forms of Store Organization 

The most general existing form of store organization is that 
in which ownership is vested in a single individual—a_ sole 
proprietor. In a recent New York survey 30 of 48 independent 
feed dealers operated as individual proprietorships. Although 
some fairly large businesses are so conducted, this form is 
best suited to the small business. The owner is largely free to 
do as he pleases. He is subject to few legal restrictions. He is 
his own boss in every sense of the word. The disadvantage of 
this form, all too often, lies in the fact that a single owner is 
apt to have limited capital; consequently his possibilities for 
expansion are restricted. Likewise, the sole owner stands the 
entire risk of his investment. 

When more capital is needed than a single owner can supply, 
the more common practice is to take in one or more partners— 
to expand the unincorporated sole proprietor plan. The partner- 
ship, likewise, has the advantage of simplicity and economy. 
No permission from the state is required to conduct such a 
business, and no fees need be paid to start in business. The 
entire organization scope is embraced in the partnership agree- 
ment—including the matters of control and management by the 
various members of the group. 

The disadvantages 6f the partnership lie in the lack of 
permanence and the concentration of risk on any single partner. 
When one of the partners dies, for example, the partnership 
is dissolved and there may be some inconvenience in the 
attempt of the remaining partners to carry on the business. 
Probably a greater disadvantage lies in the fact that any single 
partner may be held responsible for the debts of the entire 
partnership, in case of the financial failure of one or more of 
the other partners, or their dishonesty. The personal assets 
of any partner may be attached to pay the debts of the partner- 
ship. Moreover, should a partner withdraw, and the firm fail 
to give the public notice of the fact, he may continue to trade 
on the good will of the partnership—or on the other hand, to 
be responsible for the partnership’s debts. 

Incorporated Stock Company 

Not so common a form of organization but, except for the 
very smallest type of business, the most preferable one, is that 
of the incorporated stock company. In the eyes of the law, 
the corporation is an artificially created “person,” with an 
individual existence aside from its incorporators as such. 
Stockholders are not personally responsible for the debts of 
an incorporated firm, except to the amount of their stock 
investment, The continuance of such a firm is guaranteed re- 
gardless of the death or disability of one or more of the stock- 
holders. Moreover, this form is of a more flexible type than a 
partnership, as stock may be sold with comparatively little red 
tape, and the business continued under the changed manage- 
ment. To be sure, there are some expenses in connection with 
the securing of the charter and certain state laws must be 
observed. The advantages of the incorporation far outweigh 
these minor inconveniences and the slight additional organiza- 
tion expense. 

Theoretically, one advantage of the corporation is that it can 
obtain capital more easily through the sale of stock. Ordinarily, 
this is not a great factor in the case of most farm supply dealers. 
The stock is either held within the family or capital is raised 
among a few immediate friends. The corporation usually does 
possess greater bank borrowing power, however, than either 
the sole proprietorship or the partnership. 

The particular form of financial organization indicates the 
major sources of capital. The sole proprietor will either supply 


\: inadequately financed business is like a one-legged 
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Merchandising Farm Supplies 


Chapter 25. The Financial Foundation 
| By Harvey Mosse 


all the capital or will obtain loans from personal friends. 
Usually, partnership capital is entirely supplied by the partners, 
one or more of whom may sometimes be “silent” or have only 
a limited partnership interest. In the case of corporations 
(including cooperative organizations) the major portion of 
capital comes from the sale of stock. 

This capital just discussed is in the nature of “basic” perma- 
nent capital. In addition, the business is likely to need tempo- 
rary capital from time to time. The basic capital may be 
entirely adequate to meet needs during eight or nine months 
out of the year. There may, however, be two or three or four 
months when exceptionally heavy purchases may need to be 
made and for which purpose, additional capital will be required. 

In such cases, the merchant may be able to use trade credit 
for at least a part of these unusual needs. In the case of feeds, 
seeds, fertilizer and heavy machinery, trade credit is becoming 
less and less a factor in the merchant's business, because so 
many manufacturers of these commodities are selling on the 
basis of sight draft, bill of lading attached. Trade credit is still 
used to some extent in the grocery, dry goods, and hardware 
fields, however. Trade credit may be used to tide over rush 
seasons, particularly if you can turn your stock rapidly enough 
to bring in the money when or before bills are due. 

Borrowing Money From the Bank 

The most common source of temporary funds is the local 
banker, who is always glad to make such loans to a competent 
merchant operating a soundly financed business. A fundamental 
of good financing is that bank loans should be confined to 
current, seasonal needs. They should not be used for permanent 
improvements or for expansion. Consequently, bank loans are 
short term loans—for three or four months. In general you 
should be able to repay such loans out of the sales of the pur- 
chases you made with the money—and during the term of 
the loan. 

If you find it easy to borrow—be careful. Too many mer- 
chants have found to their sorrow that easy borrowing results 
in free spending—and hard repaying. 

If you use or plan to use the bank for temporary financing, 
it is important that you carry an adequate bank balance. In 
fact, banks usually require that you carry at least 20 per cent of 
the amount of your loan. That, of course, has the effect of 
raising the rate of interest you pay, but it’s sound banking. 

Many men just going into business make their big mistake 
in under-estimating the amount of capital required. They seem- 
ingly overlook the fact that once a business is set into motion, 
expenses recur regularly. Salaries come due every week or two, 
rent must be paid, so must light and heat, water and gasoline. 
A merchant is tremendously handicapped if, for instance, he 
is out of the commodity and a carload is on track, but he lacks 
the money to lift the draft. 


Expansion—permanent improvements—should be financed on 
a permanent basis. The soundest plan, without doubt, is to 
re-invest a portion of the business earnings each year. Even 
though it may not be desirable immediately to increase your 
building or rent investment or to employ additional help or 
to add new lines or to open a branch store, such earnings should 
be put into a reserve fund for use when expansion is required. 

A certain amount of expansion can be handled through the 
use of collateral. If the firm owns clear title to its building, 
it will be possible to get a mortgage on it, to raise the necessary 
funds. This plan is suited for long time loans. Because of its 
expense, it should not be used in short term emergencies. The 
stock of a profit-making concern and any bonds which it may 
own, are also available for use as collateral. Bond issues or 
commercial paper have very little place in the financial scheme 
of the average farm supply store. 

Another possibility of financing expansion, is to increase the 

(Continued on Page Forty-three) 
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DAIRYMEN DEMAND 
eading the Parade 


@ This ideal 

—_— ELECTRO CALCIUM CARBONATE—98% to 

99% pure calcium carbonate dispersed by an way of 

exclusive process developed in our laboratories. eo 

Flows more freely, mixes more readily, and raising 

stays mixed more uniformly than regular cal- 3 

cium carbonate. calves | 
2 IODIZED CALCIUM CARBONATE — also e 

made by our exclusive process which combines 

(not mixes) a definite tiny amount of iodine Shipped in bales con- 

with every calcium particle. Assures absolutely taining four 25-lb. 

uniform iodine inclusion in feeds and mineral bags. Costs $5.00 


mixtures in stable form at lowest cost. per cwt. delivered 
your station. Sells 


for 6c per pound. 


= ARROW-HEAD INSOLUBLE FLINT GRIT— 


a superior grit made from pure flint for all 


classes of poultry. Hardest, sharpest, and most CALF KAGA is the new thoroughly farm- 
efficient grit on the market. Will not shatter or proven calf ration in PELLET form. Absolutely 
crumble like grits made from other types of 


guaranteed to give results. 


stone. 
CALF KAGA on your floor assures your cus- 
== @® It will pay you to investigate these improved tomers that you are abreast of the best feeding 
products before you order your next supply of calcium methods. It is a big repeater and shows a nice 
carbonate and poultry grit. Write now for information, profit for the dealer. 


samples, and prices! 


The CALCIUM CARBONATE CO. 
S. W. Sales Office Gen'l Sales Off.ce N. W. Sales Office WISCONSIN MILLING COMPANY 


Carthage, Mo. Chicago, Ill. Omaha, Nebr. 
Box 409 42 E. Ohio St. 636 B.andeis Theertrz Bldg. MENOMONIE, WISCONSIN 


Order Out A Supply Today! 


@ Phone Waterloo for 


eeds and Feed Ingredients 


« Mixed cars 


« « Straight cars 
e Truck loads 


WATERLOO MILLS CO. 


WATERLOO, IOWA 
WAREHOUSE CAPACITY 36,000 SQUARE FEET OR 140 CARLOADS 


L. D. Phones 27 and 28 
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“MPLOYMENT BUREAU 


A compli tary, fidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Manager for wholesale and retail feed busi- 
ness. Experienced in and knowledge of whole- 
sale and retail selling, feed mixing, buying and 
management. Salary and commission basis. Will- 
ing to locate anywhere. Age 42, single. Refer to 
No. 271. 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. Good record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


Salesman. Feed salesman desires position 
travelling in Wisconsin. Age 23, single and 
has auto available. Refer to No. 671. . 


Flour or feed salesman. 20 years experience. 
Prefers to locate in middle western or north- 
western states. Can furnish good references. 
Age 44, married, no children. Refer to No. 771. 


Manager or salesman for flour, feed or general 
merchandise store. 12 years’ experience. Willing 
to work for salary and commission. Age, 30, 
married, six children. Can furnish good refer- 
ences. Refer to No. 971. 


POSITIONS AVAILABLE 


Salesmen. Attractive proposition for experi- 
enced yeast salesmen, full or part time. Good 
territories open. Refer to No. 771-A, THE FEED 
BAG, Grain & Stock Exchange, Milwaukee. Wis. 


Salesman. Experienced feed salesman for 
Wisconsin and Illinois. Give age and experi- 
ence. Refer to No. 672-4 


Assistant Manager. Experienced feed man for 
live, growing feed and fuel business in southern 


= 
: IOWA DEALERS! 
See our Mr. Harry Flow, of Cedar 
= Rapids, at your Des Moines convention 
= Sept. 13 and 14 for Market Information. 
2 A. L. 
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Says: 


Barley Shippers 


@ ‘“‘Mail us samples of your new 
barley for grade and value. 


®“Your biggest problem this 
year is again UNDERSIZE. 


@‘‘Let us advise you regarding 
it and get you full value for it. 


® “Start the new crop right. 
“Ship that next car to:—”’ 


FRASER-SMITH CO. 


BARLEY SPECIALISTS 


MILWAUKEE 
MINNEAPOLIS CEDAR RAPIDS 
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Wisconsin. Must have knowledge of feeds, ra- 
cons, mixing and animal nutrition. State quali- 
fications, wages expected, etc., apply in own 
handwriting. Refer to No. 671-A. 


Salesman. Experienced fertilizer salesman 
wanted to head department. One familiar with 
Wisconsin trade preferred. Refer to No. 872-A. 


Salesmen. To cover Minnesota, South Dakota, 
Iowa, Nebraska, Northern Missouri, Arkansas, 
Louisiana and Texas. Product sold on commis- 
sion basis but liberal weekly advance will be 
made to the men that can go out and get the 
job done. Refer to No. 871-A. 


Salesman. Wanted, salesmen to sell chicken 
mite killer as a side line. Liberal commissions 
and exclusive territories open. Refer to No. 
971A e 


Salesman of feed mill equipment to repre- 
sent established firm with complete line in 
Eastern Indiana and Western Ohio. Applicant 
need not handle line exclusively but should be 
well acquainted with operation of equipment 
and should be engineer enough to be able to 
suggest possible installations. Refer to No. 971A. 


BORDEN POULTRY AWARD 
An award of $1,000 for meritorious 
research in poultry science to be offered 
annually by the Borden Co., was an- 
nounced August 12 at the 29th annual 
meeting of the Poultry Science associa- 
tion held at the University of Wisconsin 
school of agriculture, Madison, Wis. 

All members of the association will be 
eligible to share in the award and the 
winner will be picked by a committee 
selected by the association. The award 
is the sixth offered by the Borden Co. for 
outstanding scientific achievement. Others 
of $1,000 each have been offered in the 
fields of nutrition, chemistry, dairy pro- 
cessing, dairy production and home eco- 
nomics. The association will determine 
its own procedure to select the winners. 


Just 


seeds — 


THEN !... 


WRITE 


You are interested in a mixed car ser- 
vice on commercial feeds, mill feeds, 
flour and miscellaneous products at 
car prices — 


You are interested in a high quality 
line of registered northern Minnesota 


You are interested in a direct mail ad- 
vertising program to your customers— 


You are interested in special market 
information every week — 


You will be interested in the Land O'Lakes 
franchise which may be open in your community 


Case! 


MINNEAPOLIS 


LAND O’LAKES CREAMERIES, INC. 
Feed — Seed Division 


MINNESOTA 
Over 350 dealers now sell the LAND O'LAKES line of feeds, 


flour and seeds. 
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T FEED INDUSTR 


REME 


Y WAS THE.... 


MBER. -- THE REAL BEGINNING OF THE PELLE 


CALIFORNIA PELLET MILL CO. 


733 Tehama St., San Francisco 


. + and its huge capacity, variety of pellet sizes, 


economy of production, ease of operation, freedom 


from breakdowns and the quality of its finished 


products remain unequalled. 


AND IT’S STILL THE LEADER! 


BREWERS GRAINS 
¢ MALT SPROUTS e 
DISTILLERS GRAINS 


PROMPT and FUTURE 
SHIPMENTS 


Wire Us Your Needs 


FEED GRAIN CO. 
741 North Milwaukee 
Milwaukee St. Wisconsin 


COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 
MINNEAPOLIS, MINN. 


761 Chamber of Commerce 


Country Offices 
Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb 


Terminal Offices 


Duluth Buffalo Kansas City 
Milwaukee Albany St. Louis 
Chicago New York Portland 
Green Bay Boston Spokane 
Cedar Rapids Omaha Seattle 

Toledo Memphis San Francisco 


Winnipeg, Man Montreal, Que 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


THE FEED BAG — September, 1937 


— 


Sell Yourself on Your Feeds First 
Put Pep Your Sales Talk 


® Meister’s Enthusiasm Built up His Business 


1904 at a time when horse feeds 
furnished a large percentage of the 
business, the firm of A. Meister, Muske- 
gon Heights, Mich., has kept pace with 
the changing times. With the advent of 
the motor truck, there are practically no 
horse feeds sold now but the concern has 
developed the dairy and poultry feed 
business to take the place of horse feeds. 
Was Livestock Buyer 
The firm graduated into the feed busi- 
ness naturally. Originally A. Meister was 
a stock buyer, buying cattle, hogs and 
horses. He had to know a great deal 
about feeds in this business. Then in 
1904 he bought a feed business. Asso- 
ciated with him in the active management 
of the business were his wife, Mrs. A. 
Meister, and his son, Frank, who was 
missed from the business only the 17 
months he was in the army during the 
World War. The elder Meister passed 
away in 1934 and since that time Frank 
Meister has been manager, his mother 
assisting in conducting the store. The 
stock buying end of the business has been 
discontinued because of the growth of 
the feed business. 
The Meister’s occupy a brick building 
on one of the main corners of Muskegon 
Heights, a 15,000 population suburb of 
the city of Muskegon. Muskegon Heights 
is nearer to the farm country than is 
Muskegon itself. This neat structure 
comprises a main building 22x104 feet, 
devoted to office, display rooms and ware- 
house, and an additional warehouse, 30x50 
feet. 


in the feed business in 


Handle Two Brands 

The Meister firm handles two brands of 
commercial feeds and bulk feeds of all 
kinds. It also handles all the ingredients 
used in home mixing of feeds, and such 
other items as hay, straw, peat moss, 
poultry equipment, stock remedies, salt, 
flour, fertilizers and garden and _ field 
seeds. 

“Last year,” says Mr. Meister, “we 
sold 260 tons of one brand of commer- 
cial feed, while the other brand and bulk 
feeds brought the total sales up to double 
this amount. Business dropped off con- 
siderably during the depression and the 
use of motor trucks has dwindled the 
sale of horse feeds. formerly our best 
seller, to an insignificant volume. We are 
a little out of the dairy section of our 
territory but the recent development of 
the poultry business has increased the 
sale of poultry feeds, which are now our 
best seller. The sale of hog feeds has 
also picked up considerably. 

“We have also developed the sale of 
dog feeds to where we sell an average of 
1’ tons a month. While we have three 
kennels as customers, the great bulk of 
this business is from private owners who 
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Meister’s neat-appearing plant is shown above while below is Mrs. Meister who takes an active 
interest in the business and is a great help to her son, Frank, shown at the right. 


have but one or two dogs. One kennel 
takes 100 pounds a week. Our kennel cus- 
tomers aid us in making sales as they 
recommend our feeds to buyers of their 
dogs. 

“Flour is also a good seller. We handle 
a well-known brand and sell about 400 
barrels annually. 

“In the old days, when circuses traveled 
with horses, we did a big circus business 
in feeds. We still retain some of this busi- 
ness. This summer a large circus show- 
ing a few miles away purchased $250.00 
worth of feeds from*us on the recom- 
mendation of the supervisor of the town- 
ship where the circus showed. 

“We buy all of our commercial feeds, 
flour. etc. in carload lots and smaller 
quantities of special feeds are brought in 
by truck and delivered at our door. We 
buy bulk feeds where the market is best. 
We keep one delivery truck and employ 
a man to drive this truck and to work in 
the warehouse when not driving.” 

The Meister’s believe thoroughly in 
displays. They have a fine layout in their 
display room for this purpose. The room 


along one side is divided into wide stalls, 
with low divisions between, each stall be- 
ing used for a different class of feed dis- 
plays. These stalls are wide open so 
that visitors to the store can readily see 
everything displayed. 

In addition to displays, other forms of 
promotion include newspaper advertising, 
personal solicitation and suggestive sell- 
ing in the store. Formerly the practice in 
newspaper advertising was to have ads on 
and off throughout the year. But right 
now, a year’s series of ads is running 
once a week in the Muskegon Chronicle. 
These ads occupy a six-inch space and 
are changed every week. 

“Personal contacts in the store are just 
as effective as those on the farm and in 
many cases more so. In the first place, I 
never suggest feeds to others that I am 
not sold on myself. I try to know thor- 
oughly what I am selling. To gain first- 
hand knowledge I have visited the mills 
where our feeds are made and I have vis- 
ited the experimental stations to see how 
these feeds work out in actual practice. 

(Continued on Page Forty-eight) 
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Guaranteed Minimum 400 
A.O. A.C. Chick Units 
Vitamin D—3000 U.S.P. 
Units Vitamin A per gram. 


Now with this new high potency oil, 
you can guarantee ample vitamin 
content in your feeds to help:— 
Prevent Rickets 
Build Sturdier Skeletal 
Structure 
Increase Egg Production 
Improve Egg Quality 
Increase Hatchability 
Improve Shell Texture 
Maintain Vigor and Health 
Decrease Mortality 
Improve Pigmentation 


Fortified With 
Natural Concentrates 


High Potency Sardilene 400 is 
made from the same high quality 
Sardilene so favorably known to 
the feed trade in recent years. This 
is fortified with vitamin concentrates 
from natural sources making it pos- 
sible to guarantee a minimum of 
400 A.O.A.C. chick units of vita- 
min D and 3000 U.S.P. units of 
vitamin A per gram. 


Every Batch Chick Tested 


High Potency Sardilene is chick 
tested—every batch being fully test- 
ed before it is released. Manufac- 
tured in a plant processing sardines 
for human consumption, the oil is 
pure, palatable and remarkably low 
in free fatty acid. 


Use Less—Save Money 


Because of its guaranteed high 
vitamin content, only about one 
fourth as much of the new oil is 
recommended for any given pur- 
pose. Reputable feed manufactur- 
ers who have tested High Potency 
Sardilene 400 are enthusiastic about 
results obtained and its money sav- 
ing possibilities. 

Your trade will instantly recognize 
the extra value of feeds mixed with 
this new oil and appreciate the 
vitamin guarantee. For full in- 
formation, write: 


F. E. Booth Company, Inc. 


110 Market Street, ey 
San Francisco, California 
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Southern Manufacturers 
To Meet October 14-15 


National Feed Week will be appropri- 
ately celebrated by the Southern Mixed 
Feed Manufacturers association which 
will hold its annual convention at the 
Hotel Adolphus, Dallas, Tex., October 14 
and 15. National Feed Week dates are 
October 11 to 16 inclusive. 


Through the cooperation of Texas feed 
manufacturers and the agricultural staff 
at College Station an exceptional program 
is being arranged. Subjects to be dis- 
cussed will be of particular interest to 
feed mixers. 


The annual golf tournament will be the 


HYGENO 
LITTER 


Dustless 
@ Medicated 
Fireproof 


50 185 


HYGENO 
POULTRY LITTER 2 


THE SANITARY LITTER 


= 
NEVADA = 
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FEED DEALRS! 
Increase Your Profits 
SELL PELLETS 
WE MANUFACTURE A FULL LINE OF PELLETS 
POULTRY — LIVESTOCK — HOGS 


GROW WITH LAPP 


LAPP’S HYGENO POULTRY LITTER 
LAPP’S STEROPAC PEAT LITTER 
LAPP’S CERTIFIED 40% CONCENTRATE Super Solid BUTTERMILK 


outstanding entertainment feature. Dallas 
has several fine courses and there will be 
many prizes to make it worth-while to 
compete. 

For those who do not play golf the 
outstanding entertainment will be the Pan 
American exposition with all its side at- 
tractions, both at Dallas and Fort Worth. 

Manufacturers who attend will have 
the choice of attending any of two good 
football games on October 16. Vanderbilt 
plays Southern Methodist at Dallas and 
Texas Christian clashes with Texas 
A. & M. at Fort Worth. 


The convention will immediately follow 
the annual meeting of the Grain & Feed 
Dealers National association which is to 
be held at Dallas, October 11 and 12. 


VACTO-LAC 


Increases 
© Production 
® Hatchability 
© Livability 


= 


opr 


Mal 


MI 


FISH MEAL 
‘COD LIVER OIL 


LAPP LABORATORIES 


Minneapolis, Minnesota 


Nevada, Iowa 


THE FEED BAG — September, 1937 


Fortified 
| SARDINE 
| il ~ 
= 


Merchandising Farm Supplies 


(Continued from Page Thirty-seven) 


ipital stock of the firm, which simply means that the stock- 

olders put more of their own money into the business. 
How Much Capital Is Needed 

To attempt to answer concretely how much capital a man 
, group of men should have in order to launch a feed store 
a general farm supply store would be like attempting to 
inswer the question “How long is a piece of string?” It all 
iepends on the string. A firm will have to “sharpen its own 
pencil” to find its capital requirements. 

First, what will you require to finance your fixed assets— 
your building, fixtures, trucks and things of that sort. You 
should plan to keep the fixed assets as low as possible. 

Second, are your current assets, which will require the bulk 
of your working capital. How heavy an inventory do you expect 
to carry? You will need money to renew your inventory. 
llow often will it turn? Naturally, the more frequent turnover, 
the less capital you will require. Will you have to pay for your 
voods arrival draft or will you have 30 or 60 days’ credit? 
Will you give credit and what will be the average length of 
your outstanding accounts? It doesn’t take very long for 
credit to cut down the available capital. 

It isn’t enough merely to add inventory and anticipated 
accounts receivable, etc. and say, “well, that represents the 
working capital I’ll need.” Invariably you will find that you 
have under-estimated somewhere and consequently, will be 
placed in an embarrassing situation. You should provide, there- 
fore, a factor of safety—extra capital to take care of unforeseen 
contingencies. Merchandising financiers recommend that the 
current ratio be 2 to 1—that is, that your current assets be 
worth at least twice as much as your current liabilities. They 
may, however, need to be higher because of slow collections or 
slow turnover. 

In the third place, you will have to consider your operating 
expenses—salary, taxes, service charges, advertising, etc. and 


provide for those also, with a factor of safety to take care of 
unforeseen expenses. 

The average capital of 43 stores in New York owning their 
own buildings was $38,856.67, of which 70.4 per cent was in 
current assets and 29.6 percent was in fixed assets. More than 
one-third of the total capital was invested in accounts and notes 
receivable, representing credit carried for customers. Mer- 
chandise inventory constituted one-fourth, and land and build- 
ings about one-fifth of the total capital and 64.2 per cent of the 
capital represented net worth. The average capital of 11 stores 
using rented buildings on the other hand, was $21,276.08— 
slightly more than half as much as the average investment of 
those firms owning land and buildings. Current assets made up 
95.7 per cent and fixed assets, 4.3 per cent and 81.3 per cent of 
this capital was net worth. 

Setting up a Reserve 

What a grand and glorious feeling it is when the home team 
through the aid of a slugging pinch hitter, comes from behind 
at the end of the ninth and stages a winning rally! They win 
because they have reserves to be used in a pinch. So, too, the 
merchant needs to set up financial reserves. These may actually 
be placed in separate reserve funds, or as is more customary, 
be recorded in a separate reserve account on the books. 

If you are doing a credit business, you can naturally expect 
a certain amount of loss from bad debts. To charge these 
against expenses from time to time wouldn’t give a true ac- 
counting picture of profits. In best practice the merchant will 
set up a reserve to cover them. Then, when it is necessary to 
charge off a particular account, it is charged against the bad 
debts reserve, which will already have been considered in 
figuring the cost of doing business. 

Again, there are certain expenses that are inevitable. You 
know you are going to have to pay income taxes—set up a 
reserve and they will be taken care of when the time comes. 
Your building, if you own it, theoretically becomes less valu- 
able each year; so will your truck. Set up a reserve for depre- 
ciation. Certain equipment is likely to become out of date; a 
reserve to cover obsolescence will provide its replacement. 


Goes to work for you . 
SAVING ON ® Cottonseed 


° Kent Baby Beef 


Supplement and 
other Feeds ... 


¥ 
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The GREAT MISSISSIPPI 


Meal ° Linseed Meal 


From our Greenville, Miss., Cotton Oil Meal Plant by barge 
up the Mississippi river, we bring cottonseed meals and from 
Minneapolis by barge down the river we bring linseed oil 
meal to our Muscatine, Iowa Plant, where we have storage 
for 12,000 tons. 


From Muscatine these cottonseed, linseed and soybean oil 
meals and Kent Baby Beef Supplement are distributed by 
rail and truck to you dealers at material savings. 


Write us for full particulars about our Dealer Plan. Several 
hundred dealers now working under this arrangement say 
that it is the best plan ever, for getting and holding new and 
old customers. 


MISSISSIPPI VALLEY GRAIN AND FEED COMPANYmuscatinE, 
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EARLY TRAINING 


Girl Friend: “John is such a dear. He 
is going to teach me to play cards so Ill 
know all about it after we’re married.” 

Mabel: “That’s nice. What game is 
he teaching you?” 

Girl Friend: “I think he called it soli- 
taire.” 

x * 

Never kick a man when he is down— 
he may get up. 

BEFORE AND AFTER 

Mountaineer: “Doc, I want you to take 
a look at my son-in-law. I shot at him 
yesterday and took a piece out of his ear.” 

Doctor: “Shame on you, shooting at 
your son-in-law!” 

Mountaineer: “Huh! He wasn’t my 
son-in-law when I shot at him.” 


= 
COTTONSEED MEAL 


PROTEIN 


To Livestock Men 


feed mixtures. 


Successful dairymen, farmers, feeders and 
wool growers by the thousands have proven 
the high efficiency of COTTONSEED 
MEAL as a rich protein concentrate. 


Thousands more every year are using and 
demanding COTTONSEED MEAL in their 


COTTONSEED MEAL 
IN THE MIXTURE 


Makes Easior Sales 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


One good way to keep the stomach 
fit is to fill it with meat and potatoes 
and then place it between a couple of 
plow handles. 

x 
BIG DIFFERENCE 

Salesman: “Is it luck to have a black 
cat follow you?” 

Feed Dealer: “That depends on whether 
you are a man or a mouse.” 


NATIONAL COTTONSEED PRODUCTS ASSOCIATION 


AMERICAS MOST DEPENDABLE SOURCE OF PROTEIN 


WHICH IS IT? 
Local Woman: “My husband is the 
only man who ever kissed me.” 


Neighbor: “Are you bragging or com- 
plaining?” 
* * 
SO DO WE 
Husband: “Have you ever woncered 


what you would co if you had Rocke- 
feller’s income?” 
Wife: “No, but I’ve often wondered 
what he would do if he had mine.” 
* * 
The luckiest man in the world is the 
owner of a wife and a cigarette lighter, 
both of which work. 
* 
MODERN GRANDMA 
Feed Dealer: “Johnny, didn’t I tell 
you to come right home from the barber 


shop?” 
Son: “Yes, dad.” 
Dealer: “Then why didn’t you obey?” 
Son: “I had to wait while grandma got 


her neck shaved.” 
x Ok 
In Utah a gentleman is defined as a 
fellow who will not strike a woman with 
his hat on. 
x 
RATTLING GOOD TIME 
Cowboy: “My pardner and I are taking 
a trip through the desert next week. He’s 
taking along a gallon of whisky for rat- 
tlesnake bites.” 


Visitor: “And what are you taking 
along?” 
Cowboy: “Two rattlesnakes.” 


SELF DEFENSE 

Game Warden: “Hey, you! Don’t you 
know that the bass season isn’t open yet?” 
What are you doing with that big one on 
your string?” 

Fisherman: “Why, you see, he’s been 
taking my bait all morning and I just tied 
him up until I get ready to go home.” 

* 
CORRECT ANSWER 

Feed Dealer: “What makes life so 
miserable?” 

Wife: “You've got me.” 

Feed Dealer: “For the luvva Mike, 
how did you guess?” 
* * * 

CORNHAY WEAKLY NEWS 

Judd Perkins’ son has decided to be- 
come an auto racer and that being the 
case Judd has reckoned that it is best 
not to stand in his way. 

Ira Hicks who has never been able to 
grow a mustache before is sporting a 
beauty now. he having pulled the cork 
from a bottle of hair restorer in the local 
barber shop with his teeth. 

The Cornhay bridge is being rebuilt, the 
grasshoppers having been so thick this 
year that they broke it plumb through in 
the middle. 
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New Sales Manager 


OTTO O. SARVELLA 


Frank S. Sheets, president, G. 
Conkey Co., Cleveland, Ohio, has an- 
nounced the appointment of Otto O. 
Saivella as general sales manager. He 
succeeds the late Albert B. Conkey. 

Mr. Sarvella is widely known through- 
out the feed trade, having been associated 
with the Blatchford Calf Meal Co., Wau- 
kegan. Ill, from the time he completed 
his education at Lake Forest university, 
Lake Forest, Ill, until 1931 when he be- 


came associated with Conkey’s. 


SELL THEM 
YEASTEX 


@ For Fermenting Oats @ 


The yeast culture with a 
“National Reputation” 


Wonderful Sales Aid: 


Attach a YEASTEX tag to 
every bag of your 


MINERAL FEED 
LAYING MASH 
CHICK STARTER 
GROWING MASH and 


ALL LIVESTOCK 
FEEDS 


We supply these tags 
“free of charge” 


VYEASTEX 


“The only premium yeast cul- 
ture without a premium price.” 


WRITE TODAY 
Free sample, literature 
and quotations 


REEL PRODUCTS CO. 


CEDAR RAPIDS, IOWA 
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YOU WANT 
THAT FILLED? ° 


They Really ‘Want 


To Buy -is EGGS! 


When farmers 


buy 


a laying and breeding mash, they’re really 
buying results—big, grade A eggs, and plenty of them! 


When you 


sell them Northrup King & Co. s Sterling Laying and Breeding Mash, 
they’re getting just what they want—a top-quality mash that gives peak 
production and sells as low as any feed that approaches it in feeding 


T 
WheQuALITY 


value or results. Remember — 
Sterling Laying & Breeding Mash 
is a high-production, vitamin blend- 
ed Northrup King & Co. feed—filled 
with all the essential vitamins uni- 
formly mixed with high quality egg 
making ingredients and backed by 
Northrup King’s money back guar- 
antee. Stock and sell the mash thai 
backs you up whether you ialk 
quality, production, or price—Sell 
Northrup King & Co.'s Sterling 
Laying and Breeding Mash! 


NORTHRUP, KING: CO. 


Minneapolis 


Dependable 
Since 1884 


Minnesota 


BLACKSTRAP MOLASSES 


@ has same carbohydrate feeding value as corn, pound for 
pound—And it’s selling at about half the price of corn. 


When you use “Manard Quality” Blackstrap you get extra 
nutritive value in your feeds as “Manard Quality” contains 
about 1% less moisture and 1% more solids than “Standard” 


Blackstrap. 


MANARD MOLASSES CO. 


» NEW ORLEANS 


e45e 


STERLING 
4 
pRODUCTION 
PRICE 
Talk STERLING 
Laying and Breeding Mash SS 
a 
q 


Cash in on the ¢ 
Good Grain Crope 


Wirn a plentiful supply of small grains on most farms this 
year, poultry raisers will be looking for a good supplement. 


‘sens Conkeys Y-0 32% Supplement 
« = Rich in Vitamins A, B, D, E and G 


Conkeys’’ 

<4) has what it takes to mix with home grains at your 
. mill or on the farm to produce the finest vitalized 
feed. Rich in elements which a straight grain ra- 
tion lacks, it supplies an abundance of the important 
health and growth vitamins A, B, D, E and G. 


Consider These Facts! 


@ Most of your customers will have small grains 
to feed. 

e@ Most of them will be using them for economy 
sake. 

@ Most of them will realize that their flocks need 
MORE than home grains to show most profitable 
results. 

e@ Most of them know about Conkeys Y-O 32% 
Supplement—because it has been so consistently 
advertised by Radio and in Poultry and Farm 
Papers. 

e@ Most of them can be sold on trying Conkeys 
Y-O 32% Supplement this Fall. 


WRITE FOR PRICES 
THE G. E. CONKEY CO - 6761 Broadway - Cleveland, Ohio 


uality AND Service 
COMBINED..... 


A FEED for EVERY NEED 


@ For nearly twenty years we have been manu- 
facturing Live Stock and Poultry Feeds and 
Minerals which have made money for hundreds 
of Feeders. 


@ The Quality of our merchandise is proven by 
the ever increasing number of enthusiastic users 
and dealers. We offer a dealer service that cannot 
be surpassed, and we are in position to supply 
everything in the feed line which Iowa feeders need 
in raising Hogs, Cattle and Poultry at a profit. 


Ames Reliable Products Company 
AMES, lOWA 
We sell only through Authorized Independent Feed Dealers 


PENNSYLVANIA 
John W. Eshelman & Sons Co. ware- 
house, Lancaster, was recently damaged 
to the extent of $2.000 by a dust ex- 
plosion. 
Mauser Milling Co., Laurys, burned to 
the ground with an estimated loss of 


‘$300,000 in a fire caused by lightning. 


Flour valued at $90,000 was stored in 
the building. 

C. B. Blair, Waynesburg, has sold his 
interests in the Waynesburg Milling Co. 
to Mr. and Mrs. John L. Blair. In re- 
tiring, Mr. Blair terminated a career of 
45 years in the milling business. 


e JAMES DeSANTIS & SON, feed and 
grain dealers, Tuckahoe, N. J., have added 
new equipment and floor space. 


A QUALITY PRODUCT 
LOW COST 
NATIONALLY ADVERTISED 


C-A 
WORM 
CAPSULES 


FOR BOTH LARGE 
ROUNDWORMS and TAPEWORMS 
IN CHICKENS AND TURKEYS 


The two most destructive worms in poul- 
try. Advise the necessity of getting rid of 
these worms to allow poultry to thrive. 
C-A Capsules are the most effective 
nown. 
C-A treatment causes little or no dis- 
turbance or setback to the fowl. 


d sales 


When writ- 
below- 


de. We have 2 0° 


holds tra dealers. 


he address given 


Desk C60-I, Animal Industry Dept. 


PARKE, DAVIS & CO. 
DETROIT, MICHIGAN 


The world’s largest makers of pharmaceutical 
and biological products 
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A good quality worm capsule is 
the best alers’ proposition 
asi 
: ing use 


‘arm Income Estimated 
At Nine Billion 


(Continued from Page Thirty) 
nore than offset. Income from corn dur- 
ing 1937 is also expected to be smailer 
han a year ago as smaller marketings 
irom the short 1936 crop will be only par- 
‘ially offset by higher prices. Only a 
-mall portion of the 1937 corn crop will 
be marketed in this calendar year. 
Livestock and Poultry 

Income from livestock and_ livestock 
products during the first half of 1937 was 
only about 5 per cent greater than dur- 
ing the first half of 1936 and income 
from these commodities during the last 
half of this year is not expected to be 
any larger than during the last six months 
of 1936. Prices of all kinds of meat an- 
imals are now considerably higher than a 
year ago and are expected to average 
higher during the remainder of the year. 
Numbers of livestock on feed on farms 
are considerably smaller than at this time 
last year and the increase in prices will 
be fully offset by reduced marketings. 
Prices of both poultry and eggs are now 
lower than a year ago and, while prices 
are expected to advance after the usual 
seasonal changes are taken into account, 
marketings are 


likely to decline more 
than usual because of the smaller amount 
of poultry hatched this spring. Income 


from poultry during the last half of the 
year, therefore, will be under that of a 
year earlier. 

Income from dairy products, which us- 
ually contributes about 20 per cent of the 


total cash income, is likely to be about 
5 per cent higher in 1937 than in 1930. 

‘Yhe larger teed, grain and hay crops 
which are chiefly marketed through live- 
stock and livestock products also will be 
reflected to a larger extent in the income 
received by farmers in 1938. Because of 
the shortage of feed grains now on farms 
meat animals to be marketed during the 
winter feeding season will not be placed 
on feed until later than usual. Therefore, 
many of the hogs and cattle that would 
normally be marketed in 1937 will not 
move to market until early in 1938. 
Furthermore, the relatively high prices 
of meat animals as compared with prices 
of feeds, which are likely to exist in the 
coming feeding season, will probably re- 
sult in meat animals being fed to heavier 
weights than usual and thus further delay 
their movement to market. 

While a change in the final output of 
crops from that which was indicated by 
conditions on August 1 might result in 
some change in the probable income dur- 
ing the remainder of 1937, it is likely 
that any change in production will be 
offset by an opposite change in prices. 
Unusually favorable pasture conditions 
might cause some change in the antici- 
pated income from dairy products but 
these changes in income would be small 
compared with the change which has oc- 
curred as a result of the general improve- 
ment in the demand for farm products 
from 1936 to 1937. 

Estimates of cash income from farm 
marketings on a calendar year basis from 
1924 through 1937, including all govern- 


ment payments to farmers by the agri- 
cultural adjustment administration, are 
as follows: 


$ 9,785,000,000 
10,324,000,000 
9,993 ,000,000 
10,479,000,000 
1930 8,45 1,000,000 
RODS 5,899 ,000,000 
1932 4,328,000,000 
5,117,000,000 
6,348,000,000 
7,090,000,000 
7,865 000,000 
9 000,000,000 
e EDITH M. SCHULER, secretary, 
Cannon Valley Milling Co., Minneapolis, 
Minn., returned recently from a trip to 


New York and other points. 
BUY OHIO ELEVATOR 

Stratton Grain Co., Milwaukee, Wis., 
has acquired a modern steel and concrete 
elevator at Springfield, Ohio, and _ will 
engage in the general merchandising of 
grain from that point. Business will be 
conducted under the direction of E. E. 
McConnell, for many years associated 
with the grain trade at Buffalo, N. Y. He 
will retain his organization at Buffalo and 
supervise operations from there. Wright 
McConnell who operates country ele- 
vators at McGuffey and Alger, Ohio, will 
also become associated with the Stratton 
Grain Co. in the near future. 


LOOK 


e@ We are located in the center of the 
GRAIN BELT with excellent milling 
in transit privileges in all directions. 


We are millers of the following 


DEMON FEEDS 


Steamed Rolled Oats 
Dem-O-Las 
Sweetened Oat Mill Feed 
Steamed Rolled Barley 
Steel Cut Oats 
Whole Oat Groats 
Feeding Oat Meal 
All Other Oat Products 


We'll sce you all at the convention of Independent 
Feed Dealers of Iowa, Sept. 13th and 14th. 


Des Moines Oat Products Co. 


2000 EAST GRAND 
DES MOINES, IOWA 


Phone 6-3155 Robinson’s Code 
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Profitable Feed Grinding 


Feed Grinding becomes really profitable when you operate 
a machine that turns out strictly uniform feeds at all times 
with the least cost for power, lubricants, labor and repairs. 


You are assured of such performance when you install a 
UNIQUE Hammer Mill. 


UNIQUE HAMMER MILL 


A Feed Grinder that assures 
greatest profit because of its 
most efficient, economical op- 
eration. 


for 
Bulletin 
No. 36-D 


Built stronger, requires less power, grinds faster and is more 
convenient to operate than any other Hammer Mill. 

When you consider that there are over two thousand 
UNIQUE Feed Grinders in successful operation in all parts 
of the country—you can feel secure in selecting them for 
your requirements. They are built in various sizes to meet 
individual capacity requirements. 


We build a complete line of Feed Mill Equipment. Write us. 


ROBINSON CO. 


74 PAINTER ST. 
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RADIO « MAGAZINES 


“Pitot 


Suggestions to Poultrymen”’ 


over a long list of Radio Stations will be 


continued for the next 12 months 
clear across the country. 


National Farm and Poultry 
Journals will give over 


6,000,000 


Pilot Brand circulation 


New Rochelle, N. Y. 


St. Louis, Mo. 


A i 


PILOT 


OYSTER SHELL 
FLAKE 


TK \ 


FOR POULTRY 


Oyster Shell Products Corporation 
London, England 


Meister Sells Himself On 
His Feeds First 


(Continued from Page Forty-one) 


first hand what I am talking about. 

“We find it is a good policy to be in- 
terested in every activity of the farmer. 
Farmers like to feel that you are interested 
in something else than making a sale. We 
greet every customer with a smile and ask 
them about their health, their families, 
their stock, their crops, their travels, their 
troubles and anything else personal of 
which we have a knowledge. In addition 
to making them feel our interest in them, 
these conversations often give us an op- 
portunity to suggest feeds or other items 
in the lines we carry.” 

Mr. Meister recently became interested 
in real estate and has purchased 24 small 
residences built by a factory for its em- 
ployes. The factory has moved away and 
Mr. Meister bought the buildings at a 
reasonable figure. He put them all in 
liveable condition and all are rented. He 
also has two apartment buildings with 
every room tenanted. 

Asked about his idea of the future of 
the feed business, Mr. Meister said: 

“In this area, I do not think there will 
be much change from the present. The 
dairy business will not likely increase to 
any extent as Muskegon is now getting 
all the milk it can use. If the prices of 
poultry and eggs should become better, 
undoubtedly the poultry feed business 
will be increased.” 


During the past 12 months, we have sold approximately 90 per cent of the 
cod liver oil used in the territory that we serve in northern Illinois and southern 
Wisconsin. We have also distributed a number of carload shipments of our 
Peerless brand Cod Liver Oil to large mixers throughout the state of Wisconsin. 


Peerless brand oil has been tested by the Department of Agriculture at 


Madison and has proved very satisfactory in actual feeding tests. 


For the mixers not using straight cod liver oil, we offer Vitand Concentrated 
U.S.P. Cod Liver Oil. There are no substitutes for Vitand, so before you 
purchase your concentrated cod liver oil, learn about Vitand and get our 


prices delivered to your station. 


WHOLESALE ONLY. YOUR PATRONAGE IS APPRECIATED 


FARLEY FEED CO. 


JANESVIL 
WISCONS 


LE 
IN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. 


Everything for Mill and Elevator 


1937 Model 
Feed Mixer 


THE DUPLEX MILL & MFG. 
SPRINGFIELD, OHIO 


co. 


Pecos Valley Alfalfa Mill 4 
N. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 


HAGERMAN, NEW MEXICO 


e4ge 
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Gunning & Gunning Co. 
i xpands Quarters 


{ncreased business and the need of larg- 
' quarters have made it necessary for 
‘unning & Gunning, specialists in cod 
iver oil for 15 years, to move into a new 
vuilding. The change transferred the 
irm’s offices from 19 Hudson street to 
OL W. 26th street, New York City. 

Gunning & Gunning have also installed 
«veral large storage tanks to provide for 
‘esting of cod liver oil in bulk, assuring 
tandardization and uniformity of prod- 
ucts. In addition a biological and chemi- 
cal laboratory has been established in 


which tests of cod liver oil are made on 
white rats and baby chicks. Dr. Henry 
T. Mason, nationally recognized authority, 
is in charge of research. 

Other improvements by the firm include 
the provision of extra storage space and a 
railroad siding. 


~~ 


e W. L. BARTER, aggressive manager, 
Farmers Cooperative Supply Co., Trus- 
dell, Wis., is one of the chief reasons why 
the Pleasant Prairie baseball team is 
leading the local league this season. “Bill” 
as he is known to his many friends is the 
star pitcher. Rival batters claim his speed 
ball is so fast that smoke gets in their 
eyes and they can’t get a hit. 


Multiply Your Profits With 


NORGE 


PURE COD LIVER OIL 


NORGE is 100% 
=F Pure NORWEGIAN COD LIVER OIL 


The United States government has released our stocks on hand for com- 
pleteness of required contents of Vitamins A and D. 


We will ship from Milwaukee the same day your order is received. Phone 
or write now. 


DEUTSCH & SICKERT COMPANY 


730-732 GRAIN & STOCK EXCHANGE - - MILWAUKEE, WIS. 


IF YOU USE FISH MEAL’ 


Supplies a combination of Proteins and 
Minerals seldom found in one Feedstuff. 


Write, Wire, or Phone us for delivered ? 
price — any quantity. SS ULTRY & CATT 


THE CHAS. M. STRUVEN COMPANY 


411 National Marine Bank Bldg. Baltimore, Maryland 


Do Your Own Feed Mixing 


Double the profits of your feed business 
with a DAISY horizontal batch mixer. 
Capacities 4 to 2 tons per batch. Fastest 
and most thorough mixer on the market. 
Loads, mixes, discharges and sacks a ton 
batch in 12 minutes. Requires only 3 H.P. 
for the 1-ton size and other capacities in 
proportion. Motor or belt drive. Write 


today for complete information and low 
| | factory-to-user prices. 


"DAISY 
FEED MIXER 
A.2.MOWELL & CO. 


MINNEAPOLIS, Minn. 


R. R. HOWELL & CO. 


\ is 2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 
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Crack this 
i Nut with 


@ Dealer, Manufacturer and Feeder 
alike face the problems brought 
about by drought conditions, short 
crops, and bumper crops as they 
follow each other with their fluctu- 
ating prices and changing ratios. 

Probably no feeding factor is of 
greater importance in connection 
with the status of crops than pro- 
teins with their supplement of min- 
erals. Protein, whether of animal or 
vegetable origin, or the amount of 
each when combinations are used, 
means the difference between good 
and bad feeding results. 

A promiscuous substitution of 
protein concentrates might result in 
a cheaper price for the feed but the 
best feeds are seldom made from the 
cheapest ingredients. 

Our animal protein supplements 
have an outstanding record as for- 
mulae builders. Specify them by 
their brand name, 


& Co. 


Chicago, Kansas City, Oklahoma City, 
Cedar Rapids, Albert Lea, New York, 
Philadelphia, Boston, Los Angeles. 


RED 


DIGESTOR TANKAGE 
RED W MEAT AND 
BONE SCRAPS 


e496 


AND 

Supplement 

All Farm Feeds Will Give B _- 
arm Feeds Wi: ive Better Results 3 
FISH\MEALig a 
i 
a 
| | 
Des | 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


GS 


Bran and Middlings 


—Higher in Protein— 


ZB TENNANT & HOYT CO. 
LAKE CITY, MINN. 


4 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley —Feed Barley — 
Corn—Feeding Screenings. 


Write or wire for quotations. 


IAW ATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


@| “All your needs in grain and feeds” le 


Sunset Feed & Grain Co., Ine. 


FEED JOBBERS 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


Distributors of: 


CLO-TRATE SOY-0-CIDE COXOL 
Cod Liver Oil For- The spray with the For 
tified in Vitamins Soybean Oil base ects 


A and D (No kerosene) 


Write Us for Further Information 


| 


GS 
COTTON 


BAGS ALL BAGS VACUUM CLEANED 


INDIVIDUALITY 


TWINE. 


e50¢ 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 


How lowa Feed Dealers 
Make Sales Click 


(Continued from Page Twenty-three) 
fattened for market. Some mighty good 
prospects’ names might be secured in this 
way—and closer co-operation with truck- 
ers may cut down the amount of feed 
hauled in and sold direct. 

A friend who works for a large feed 
concern covers several states. The other 
day, he announced that he was looking 
for a good retail feed business which he 
could buy and thus get into the feed 
business for himself. Is he worried about 
competition from a dozen sources? Not 
in the least. He insists that the door is 
wide open for the man who gets into the 
retail feed business and really MER- 
CHANDISES feeds. This man,_ inci- 
dentally, is a thorough believer in the 
value of active canvassing and he spends 
a good share of his time calling on dairy 
farmers. 

“If there is a trunk on the car, put the 
sack of feed in the trunk,” advises a feed 
dealer friend. “Usually, it is the farm 
woman who drives up for a sack of feed. 
If the feed is placed on the fender, it may 
roll off and no woman enjoys the job of 
heaving a sack of feed back on the car. 
The sack often tears from fender or 
bumper cuts. The safest place is in the 
trunk, if at all possible. Even the farmer 
himself is apt to use some strong words 
if a sack of feed rolls off the fender. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 


Specialize in 
GOOD 
CORN and OATS 


For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


Easy Payment Plan 
Starts You NOW! 


Make big profits mixing 
your own brand of feeds 
from locally grown grains. 
Or . . . prepare better 
feeds for your own use at 
low cost. Your ‘“‘GIANT 
WHIRLWIND” will pay 
for itself quickly. Made in 
500, 1000 and 2000 Ib. sizes, 
above or below the floor 
model. Each mixes 100 Ib. 
of feed and up. Don't pass & 
up this easy payment plan. 
Write today for details. 


EROWER MFG. CO. 
Box 2784, Quincy, Ill. 
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sells Car of Poultry Feed 
Every Week 


(Continued from Page Thirteen) 


J. A. HASS 


should happen to be sold out a few days 
in advance. With business continuing to 
increase I hope to better my record of a 
car a week next year.” 

Several farm meetings each year are 
sponsored by the Door County Produce. 
Manufacturers’ representatives are en- 
enlisted as speakers and refreshments are 
served to the customers attending. 

Regular advertising supplements the 
company’s egg route solicitation of busi- 
ness. Mr. Haas has contracted with the 
publisher of “The Cherry,” a local news- 
paper, for regular front page space every 
week. Copy is changed regularly and 
mats and cuts furnished by manufacturers 
are effectively used. 

“T am convinced,” adds Mr. Hass as he 
grips your hand and bids goodbye, “that 
it pays to sell yourself on one line of 
merchandise and put the entire facilities 
of your plant and your sales organization 
behind it. I have done this in poultry 
remedies, salt, and other products as well 
as feeds and I will continue to do it as 
long as our business shows the increase it 
has registered in the past few years. 
There’s no more room for red ink in this 
organization.’ 


CAPITAL FLOUR MILLS, Inc. 
QUALITY FLOURS...QUALITY FEEDS 
Let Us Include 


Minnesota Girl Flour 
OR 


Goodbread Flour 


In Your Next Car Of 
QUEEN WHEAT FEED —CHEROKEE PURE BRAN 
CHEROKEE MIDDLINGS—MIDDOG MIDDLINGS 


WIRE US FOR PRICES 
Offices: Corn Exchange Bldg. Minneapolis, Minn. e Mills: St. Paul, Minn‘ 


DAIRYLEA 


CHOICE FEED GRADE 
DRIED SKIM MILK 


All poultry rations should include liberal quantities of /, 
Dairylea Dried Skim Milk. Also good in rations for calves "‘DAIRYLEA 


ROLLER PROCESS ORIED SKIM 
MILK 


and swine. Carried by principal feed merchants through- 


out Northeastern territory. 


MADE FOR FARME RS 


MANUFACTURED AND DISTRIBUTED BY IN FARMER-OWNED 
DAIRYMEN'S LEAGUE CO-OP. ASSN. INC. MILK PLANTS 


11 WEST 42nd STREET ° NEW YORK, N. Y. 


AGLE ROLLER 
MILL CO. 


NEW ULM. MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 
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TANK CARS - BARRELS- DRUMS 
B70 10% You SHIPMENTS FROM NEW ORLEANS AN LAR TIC 2 
NATIONAL MOLASSES CO 
PHILADELPHIA PENNSYLVANIA 


CLASSIFIED 


Service department for our read- 


ers. Low Rates: 25c per line; 


minimum $1.00. 


FEED MIXER FOR SALE 
One ton capacity—floor level feed—has motor 
—-latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader--—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, - Wis. 


HAMMER MILL FOR SALE 
One No. 4 Anglo-American Miracle Ace 
Super Hammer Mill, 75 H.P. direct connected 
motor, A-1 condition, sacrifice for cash. Write 
DK-46, c/o THE FEED BAG, Milwaukee, Wis. 


YEAST FOR HOGS : 

HOG FEEDS are a profitable field, the one 
most neglected by feed mixers. UNIVERSAL 
YEAST opens up this field to millers through 
the manufacturer of mineralized yeast, yeast 
concentrates and pig meals with yeast. Write for 
information to RICE LABORATORIES, INC., 
Dassel, Minn. 


SALESMEN WANTED 


Sell to feed dealers (as a side line) the kind 
of chicken mite killer recommended in govern- 
ment bulletins. It also kills termites, preserves 
wood and is a permanent outside stain. Can 
be diluted with used crankcase or kerosene oil. 
Liberal commissions and exclusive territory. 
Market in every town. Write C-A WOOD PRE- 
SERVER CO., 6623 Delmar blvd., St. Louis, Mo. 


e HERSHEY MILLING CO., Hagers- 
town, Md., has been incorporated with 
a capital stock of $10,000 and has taken 
over the plant of the Federal Milling Co., 
which is being remodelled and equipped 
with new machinery. Officers of the new 
firm are Roger C. Hershey, president; 
J. C. Hershey, vice president; Harvey 
Heyser, Jr., secretary, and D. Paul Shil!- 
ing, treasurer and manager. 


TRUCK OR CARLOADS 
MEAT SCRAPS 
LINSEED OIL MEAL 
DRIED MALT SPROUTS 


MANEY BROS. MILL & ELEVATOR CO. 
MINNEAPOLIS, MINN. 


To spread the fame 
of our bulbs every- 
+ where, we will send 


you a nice assort- 


ment of HYA- 
t CINTHS, TU- 
LIPS, NARCIS- 
® SI, IRISES, 


CROCUS, etc., etc. 
FREE, 350 bulbs in all, all guaranteed 
to flower next Spring and Summer. It 
suffices to send us for carriage, pack- 
ing, etc. a one-dollar note by registered 
letter, and to mention your name and 
full address in block letters. Please, do 
not send coins or stamps, and men- 
tion the name of this paper. Dispatch 
carriage paid all over the world with- 
out increase in price. 


JAN VAN GALEN 


BULB GROWER, 


VOGELENZANG near Haarlem, 
Holland, Europe. 


VETERAN DEALER DIES 

Wiliam Heffner, president Heffner 
Grain Co., Circleville, Ohio, died Aug. 6 
at the age of 95. He was one of the 
pioneer grain dealers in the middle west, 
having recently celebrated his 75th anni- 
versary in the business. Mr. Heffner had 
been in failing health for several weeks 
before his death. He was a charter mem- 
ber of the Ohio Grain Mi'l and Feed 
Dealers association. 


Ground Oat Groats 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


MOST PHOSPHORUS 


for the 
LEAST MONEY 
--- Calcium Free... 


That’s why some of the largest and best 
feed manufacturers in the U. S. use 
RUHM’S PHOSPHATE 
regularly and in large quantities. 
And, despite propaganda against rock 
phosphate, use it successfully——without 
any trouble—because they use it right. 

Get the facts! 
& WHY DON’T YOU SAVE e 
MONEY TOO? 


Write us for prices and guarantees. 


& CHEMICAL CO. 


t. Pleasant, Tenn. 


INVESTIGATE 
The New All Purpose 


Marion Mixer 


Dry Mix — Molasses Mix 
Mineral Mix 
‘od Liver Oil Mix 


HANDY SACK BALER CO. 


MARION 


WE EAT 40% MORE FEED 
From Universal Cardboard Feeders 


YOUR AD PRINTED HERE 


In a 3-week test, starting 1 day old 
chicks, those fed from Universal Cardboard Feed- 
ers ate more feed than chicks using metal 
feeders. They could not kick and waste feed or 
pollute it from droppings. They ateit! Poultry 
raisers buy new Unive Cardboard Feeders for 
each brood, buy feeds and supplies from dealers 
whose name is printed in advertising space on 
feeder. Write for PLAN that tells you how Uni- 
versal Feeders can help increase sales and profits. 

CO., Inc.,Box A, Newton,Kans. 


Wilder Grain Co. 


CEDAR RAPIDS, IOWA 


Receivers and Shippers 


CORN—OATS—BARLEY 


MILLFEED—CLEARS 
KANTAR FEED CO. 


Corn Exchange Building 
MINNEAPOLIS, MINN. 


DAKOTA MILLING CO. 
Mixed or straight cars 
MILL FEED... FLOURS 


510 Hodgson Building 
MINNEAPOLIS, MINN. 


BOOTH’S SAR DILENE AND FISH MEAL 
DENVER'S XXX ALFALFA MEALS 

CLIFFS DOW'S POULTRY CHARCOAL 
PEEBLES LACTO “G’’ WHEY POWDER 

CCC'’S CALCIUM CARBONATE PRODUCTS 
GLIODEN’S 41% AND 44% SOYBEAN OILMEAL 


Sole N. W. Sales Agent 


WAYNE FISH & COMPANY 


1420 Rand Tower e Minneapolis, Minnesota 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


MINNEAPOLIS, MINN. 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 
Wholesale Grain and Feed Merchants 


502 Corn Exchange Bldg. Minneapolis 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
Merchants Exchange St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


MAKOMB Pioneered 


BATTERIES in 1928 


Makomb knows more, does more for convenience - S==EES 
quality - lower cost in Hen Cages, Broiler Plants, Heat- 
ers~- Ventilators. Now! only electric battery with 
‘Natureized’ trie contact heating. Write for details, 4 
free literature, Road 3 


Manual sent for 10c. 
THE MAKOMB LINE 
World's Largest Manufacturer of Broodens 


RUSSELL MILLER MILLING CO. 


General Offices-Minneapolis, Minn 
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FRIENDSHIP PARTY 
Louis Bandow, Jr., Anston, Wis., was 
‘st to hundreds of friends and customers 


Don’t forget to say you saw the Ad in THE FEED BAG 


a “friendship” party held in his new Wise Choosing Goes With Success 
‘ed warehouse, August 20. Old time 
usic was furnished and refreshments SHIP TO 


Grain Commission 
ve 1 and f f a radius of 
served and farmers fom a rails of @ AMPBELL — 


/on. Among the out-of-town guests was Milwaukee, Wis. 
» cousin of Mr. Bandow’s father who re- 
.cntly arrived here on a visit from Ger- 


many. She and her son operate a feed e: fe 

there. Jack Walsh, Arcady CORN OATS WHEAT BAR LEY 
Milling Co., Chicago, and his wife and {hee 

(:eorge LaBudde, LaBudde Feed & Grain MULLIN & DILLON COMPANY 

(o., Milwaukee, were other out-of-town RELIABLE GRAIN MERCHANTS 

suests. MINNEAPOLIS : 


Grain Futures YEAST CONCENTRATE 


Exclusively A HIGHLY BALANCED PRODUCT also supplying an 
abundance of phosphates, minerals and is super-iodized. 
It only requires 1% to give excellent fermentation in twelve 
Trade Through hours. . . . Good results when fed dry. 


Grain and Stock Exchange wholesale price of MONARCH YEAST CONCENTRATE is 
MILWAUKEE, WIS. poy per ewt., freight prepaid; the established retail price 


Write for further particulars. 


OTTO MFG. COMPANY, Ine. 
CEDAR RAPIDS - - - - - - - JOWA 


| SEEDS--GRAINS| | DENVER 


to our — ry warehouses. FE EDS = SOY BEANS 
craw | AMAL TING BARLEY ALFALFA 
MEAL MEAL 


and 103 other Feeds Green 
FEED SUPPLIES, INC. Fresh 
West Allis—1637 South 83rd St. Nutritious 


No. Milwaukee—3328 W. Cameron Ave. 


ALL GRADES and GRINDS 


MOEBIUS 
PRINTING We Buy, Sell, Mill and 
company | 


Equipment on One Profit. 


The Denver Alfalfa 
PRODUCERS OF THE | GREEN & COMPANY Milling & Products Co. 


FINEST IN PRINTING (Incorporated) LAMAR, COLO. 
EVANSVILLE WISCONSIN Merchants Exchange: 
CREATORS OF PRINTED “Phone 55 Collect’ Private Exchange ST. LOUIS 


ADVERTISING That SELLS 
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BREWERS GRAINS 
MALT SPROUTS ? 
BIRD 
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RIEBS VIEW 


Vol. 5, No. 9 September, 1937 Milwaukee, Wis. 


Bartey SEASON IS HERE 
TAKING CHANCES 
Riess GETS YOU TOP PRICES 
Li: US HANDLE 
Every CARLOAD 


Foun BE SATISFIED 
IOWA DEALERS! Best Wishes for 


Successful Convention 
at Des Moines, September 13 and 14. 


Are You a§jGambler? 


«ULIRAUIFE 

Will you gamble your initial order of F x 
ULTRA-LIFE against our unconditional al 
guarantee of absolute satisfaction—or we 
refund your purchase price, plus freight 
both ways? 

Hundreds of hatcheries and feed man- 
ufacturers have found the way to greatly 
increase feed sales (some over 500% in- 
crease the first year), increased feed sales 


Limited territory 
for exclusive 
profits, and increased customer satisfac- ULTRA-LIFE 
tion. Why not you? mixing rights is 
available. 


ULTRA-LIFE LABORATORIES, Inc. 


145 S. 35th St... Last St. Louis, 01. 


e54°¢ 


Our Mixed Car Plan INSURES 


Faster Flour and Feed Turnover 


Our Mixed Car plan makes it possible 
for any dealer to get all of his flour 
and feed supplies from us, making it 
very easy to keep a full, fresh stock 
of all items constantly. You never need 
be out of any item. 


BETTER 
PROFITS 


If you are handling some of our prod 

ucts now, include all of our items in your next order. If you are 
not handling any of our products, make up a trial order and see 
how your flour and feed business will improve. 


PETER PAN FLOUR (Family Short Patent) 
PRIZE MEDAL FLOUR (Bakers Short Patent) 
EMPIRE FLOUR (Standard Patent) 
Excelsior’s 40% Concentrate 


Excelsior’s Egg Mash, Sr.,—also Jr. 18% 
Excelsior’s Growing Mash 18% 


Excelsior’s Starting Mash __ 18% 
Excelsior’s Pig Meal __ 18% 
Excelsior’s 16% Dairy Feed (also 20, 24 and 32%) 

Excelsior’s Grain 32% 
Excelsior’s All Mash Starting and Growing 18% 
Excelsior’s Turkey Growing Mash ____. 22% 
Excelsior’s Turkey Starting Feed ___ 26% 
Excelsior’s Complete Hog Feed __ 15% 
Excelsior’s Camel Fancy Wheat Feed - 16% 


© BRAN — STANDARD MIDDLINGS e 
FLOUR MIDDLINGS — RED DOG 


EXCELSIOR MILLING COMPANY 


MINNEAPOLIS, MINN. 
FRANK J. KOVARIK, President and Manager 

= 

SALT 


Highest Quality 


Prompt Service 


MORTON SALT COMPANY 
MILWAUKEE e WISCONSIN 
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OD LIVER 


FORTIFIED 
In VitaMiINS A AND 
for Poultry and Live Stock 
woT USP MAKIFA LAE 


400 AOAC CHICK UNITS OF VITAMIN D 
VITAMIN A 


the 


CLO-TRATE 
Guarantee... 


Chick Tested: Every batch 
of CLO-TRATE tested 
on chicks, kept in batteries 
receiving no sunlight, at 
the guaranteed potency in 
accordance with the A.O. 
A.C. method. 

Rat Tested: In addition, 
every batch of CLO-TRATE 
is biologically assayed for 
vitamins A and D accord- 
ing to U.S.P. XI technique. 


The Fishing Fleet at : ane 


This collection of boats and spars is typical of scenes in many ports 
of the world. 


Countless numbers of cod go to provide edible food to millions of people 
each year. Livers from these same fish supply cod liver oil to help keep 
you and your customers’ flocks strong and healthy. 


But even various batches of cod liver oil differ in vitamin potency. 
These differences cannot be detected by odor, taste or appearance. So 
it is extremely important that you be certain of the quality and uni- 
formity of your vitamin supplement. 


Feed manufacturers who use CLO-TRATE do not have this problem. 
For CLO-TRATE is a dependable and uniform source of both vitamins 
A and D. It is produced under superior conditions in one of the best 
equipped plants of its kind in the world. Every batch of CLO-TRATE 
is carefully tested on both chicks and rats before shipment and is guar- 
anteed to contain not less than 3000 U.S.P. units of Vitamin A and 
400 A.O.A.C. chick units of vitamin D per gram. 


Be sure that your feeds are uniformly fortified in vitamins A and D 
by using CLO-TRATE in all your feeds. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Cod Liver Oil Concentrate Products 
NEWARK, N. J. » » » » » » ST. LOUIS, MO. 


‘USE 


YOUR FEEDS 
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OUSEWIVES depend on King 
Midas flour because they have learned to know 
that every sack is always the same. The uni- 
form high quality of King Midas is assured 
through the use of only the choicest wheat 
milled under strict laboratory control in 
modern up-to-the-minute mills. 


King Midas assures perfect baking results 
for bread, cake and pastry-—it never fails to 
please the housewife. That’s why King Midas 
flour sells easily. 


KING MIDAS FLOUR MILLS 
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